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Full Frame — : practical beauty 
Aluminum Screen for any 
type windaw 


Bing 
required to 
| produce 


aluminum screens 


Close quality control from the weaving of Contain Screen Cl ; 
the heavy gauge aluminum frames insures consistent € 
is your guarantee. 


The Famous 


BURNS ///Z WE TENSION SCREENS 


One of the hottest products that ever left a dealer's 
shelf. Every Burns Screen is packaged individually 
— it’s easy to display, easy to install, easy to store, 


and, above all, easy fo sell. 


WIRE PRODUCTS 
Cc O M P A N sg 
AFFILIATED WITH DODGE WINDOW CORPORATION 





it’s now... 


y¢ Gr 7 Uo ye 


COMPAN Y 
6721 N.W. 36 Avenue - Miami, Florida 


125 Industrial Road - Summerville , South Carolina 


Presenting Aa Covials L{NE of all Lyfe windows 


ZF 


ARNOLD-ALTEX ALUMINUM CO. 


SOUTHERN BUILDING SUPPLIES for JANUARY, 1957 For more details on above item, use Coupon on Page 59 





You'll make CLT 


WITH THIS COMPLETE LINE 


National’s complete one-source line includes units for every opening in every house, regardless of build- 
ing design or price. National Panel Windows, Quality Seal Windows, and Ready-Hung Doors — in 


addition to aluminum screens and packaged wood trim 


builder customers. Selling them is easy because the National line is loaded with desirable sales features. 
You'll make more profits with the National line, too. Each unit is shipped complete — ready for 

slipping into rough openings — and is priced competitively. There are no costly “‘rejects’’ either. 

National units are precision, factory-made and chemically treated to last the life of the house. 


NATIONAL PANEL WINDOWS 


With just six sizes to handle, costs of storage and installation are held to a 
minimum; yet flexible groupings give varied patterns to fit any style of arch- 
itecture. These pre-glazed windows are ready to be slipped into rough open- 
ings. The hardware (bar or roto) operates the sash entirely independent of 
the screen. All hardware, screens and weatherstripping are factory installed. 


1 READY HUNG 
DOORS? 


enable you to satisfy the needs of all your 














NATIONAL QUALITY 
SEAL WINDOWS 





National READY HUNG 
DOORS units are pack- 
aged in order to save time, 
money, trouble. Units can 
be installed by any semi- 
skilled mechanic in 20 min- 
utes, and are fully adjust- 
able for wall thicknesses 
from 414” to 514”. They 
are available in left or right 
hand door, with a variety 
of door styles. 


SIX SIMPLE STEPS 
20-MINUTE INSTALLATION 











With the Quality Seal Win- 
dow, there are more than 
two dozen standard sizes 
and layouts for you to of- 
fer. Exhaustive tests* on 
manufacturing procedure, 
ease of operation, weather- 
tightness, and chemical 
treatment have proved that 
these windows are out- 
standing in construction 
and quality. 


JOB READY 
DELIVERED COMPLETE 


*Tests made by Timber Engineering Co., Washington, D.C. 





The National unit line is made for sales. Write for complete prices and information. 


NATIONAL WOODWORKS, iNC. 


BOX 5416 / 2201 29th 


AVENUE, NORTH / BIRMINGHAM 7, ALABAMA 
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TENSION tite 


SCREENS 


feature 
adjustable tension 
—Wwithout springs, 
levers, knobs, 


or wing nuts 








The tension on these screens is read- 
ily adjusted with a screwdriver. 
There is nothing here to attract 
children . . . nothing to fall off when 
screen is detached for window wash- 
ing . . . no springs to sag or pop. The 
foolproof simplicity of its hardware 
makes Tension-tite the longest last- 
ing frameless aluminum screen. May 
we put you in touch with a local job- 
ber who will provide everything you 
need to sell this profitable item? 


New Orieans 12, La. — TUlane 7186 
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‘BETTER WAY’ 
Shared by Dealers 





Bargain Shed Brings in New Business 


The Whelan Lumber Company, Topeka, Kan., advertised 
some plywood sheets with broken corners. The response 
was so great that Wayne Whelan, president, told his 
staff, “Maybe we ought to knock the corners off all our 
plywood!” 

A few really good. bargains kept in the two-year-old 
Bargain Shed have actually started customers to coming 
in just to check it — and to pick up other materials 
while there. 





Whelan declared that there is a definite class of cus- 
tomers who come in regularly now that never entered 
the store before the inception of the Bargain Shed. 

Truthful copy is characteristic of Whelan advertising. 
But, according to Whelan, it seems that the more defects 
a product has, the greater the demand! 

Exact profit is hard to figure, but the shed keeps the 
main yard clean of obsolete merchandise. It features 
“remnants” and “close-outs” at bargain prices. 


Keeps Parking Space for Customers 


The temptation for 
employees of the 
Columbia Lumber 
and Manufacturing 
Company, Colum- 
bia, 5. C., ‘to use 
customer parking 
2 space is greatly 
sea » lessened by signs 
EMPLOYEES like that at left. 
Pointing to the 
NOTICE sign is John M. Aw- 
USTOMER trey, sales manager, 
d who also keeps an 
=PARKING |. eye out for viola- 
tors. When re-zon- 
ing of street park- 
ing facilities made 
parking even more 
of a problem in the 
downtown area of 
Columbia, the lum- 
ber firm found it 
necessary to allot 
street space for 
some 15 cars to 
maintain customer 
convenience and 
good-will. 
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Cabinet Firm Sponsors a Winner 


Thirteen-year-old Thomas McCoy is almost sure to be- 
come a customer of the Texboro Cabinet Corp., when 
he grows up. 

Tommy’s ambition is to become a homebuilder. For 
the present, he is design-award winner in the Fort 
Worth, Tex., Soap Box Derby. 

His car was sponsored in the 1956 derb:- by the Tex- 
boro cabinet firm of Mineral Wells. This proved a “better 
way” to get publicity now — maybe a good customer 
later. 





ith day of the 
yunt thot becomes 


The rote of 82. 
Any Acct 


ie are members 
fd all accounts are 


mst cr sat st 
bureau 

dt a aud on report. 

EB OBRIEN LUMBER COMPANY 





Sign Eliminates Credit Confusion 


Too often customers confuse the credit policies of one 
lumber firm with another — which leads to time wasted 
in straightening out misunderstanding and sometimes 
results in customer ill-will. Even when stated briefly 
on invoices or bills, credit terms often are overlooked 
by the customer. 

But since the above sign was hung from the ceiling 
near the center of the sales floor at the E. B. O’Brien 
Lumber Company, Camdenton, Mo., no customer has 
complained that he didn’t know what the company terms 
were. 

The large sign features the same statement on both 
sides. It is located directly above the sales counter. 

Two unusual provisions of the sign prompt people to 
pay their bills early. One states that “any account that 
becomes past due is subject to interest at the rate of 


8%.” 
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One-piece 
Construction 























... Saves 
YOU one-half 
on labor cost— 


just use the complete 
one-piece balance with 
Built-In Weatherstrip 


Floating 
Sash 
Hanger 





Jamb Balance No. 600 


Completely Factory 
Assembled 


© Ease of Installation 

© Floating Sash Hanger 
Eliminates Nailing 

© Silent Operation—Springs 
are Flocked to Sound Proof 

© Comes to you balanced 

No additional adjustment 
required in normal installation 

© No service or attention needed 
Corrosion resistant aluminum 

© Always silent, easy to operate 


Features 


Full Weather Protection 
Sash never binds or sticks 
Self-adjusting 

Easy to lock 

Fits all standard sash 


Looks new, looks neat 





\ PRI 


Full Jamb Coverage 


JAMB BALANCE 
NO. 600 gives full 
jamb coverage and 
is mitered on 14 
degree sill pitch. 
The flexible base 
provides a 
continuous air seal 
that adjusts 
automatically to 
conform with sash 
contraction or 
expansion. Cushion 
flanges provide 
tension adjustment. 
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RANDOM LENGTHS 


Comment on industry News and Trends 





FLEXIBLE INTEREST RATE ESSENTIAL. 
Officials of the Housing and Home Finance Agency 
and the Federal Housing Administration wisely 
hiked the interest rate on FHA-insured home 
mortgages from 41% to 5 per cent, effective last 
December 4. Explained HHFA Administrator 
Albert M. Cole: “We can not afford to let the vital 
housing portion of our economic life dwindle to a 
point that jeopardizes our productive capacity and 
threatens the jobs of many thousands of people 
working in the homebuilding industry.” 

Observed Joseph B. Haverstick, president of the 
National Assn. of Home Builders which led the 
fight to hike the FHA interest rate: “The govern- 
ment’s action is a realistic effort to put FHA- 
insured mortgages on a competitive footing with 
other types of investments that are available to 
lenders.” 

Commented the Dallas (Tex.) Morning News: 
“The rate for Veterans Administration home loans 
is expected to be raised by Congress soon after the 
new session opens. This action, like the one by the 
FHA, will make more funds available for home 
loans, .. . There is no real shortage of money for 
justifiable loans. There is merely an adjustment 
of interest rates to varying conditions in the 
money market.” 

According to H. R. Northup, executive vice- 
president of the National Retail Lumber Dealers 
Assn., NRLDA will urge that the Congress, as a 
long-range solution to the mortgage money prob- 
lem, accept the principle of a flexible mortgage 
interest rate with provisions whereby a group of 
designated Federal officials will recommend future 
adjustments in the interest rate in the light of 
changing conditions.” 


7, er. -& 


WHO DID THE MOST BUSINESS — and made 
the most real profit ? 

In a North Carolina daily newspaper on October 
31, we were surprised to compare the quantity and 
quality of advertising run by building material 
“wholesalers” and “retailers.” As to quantity, 
three “retailers” ran a total of 20.5 inches in three 
ads in that newspaper — and the XXX Whole- 
sale Builders Supply ran a total of 54 inches in 
two ads! 

One retailer featured a “Thought for Today” 
from St. Jerome and the company name, slogan — 
“The Building Supply Company of XXX,” with 
street address and telephone number. 

Another retailer ran a 12-inch ad headed ‘‘Mak- 
ing Dreams Come True,” illustrated with a house- 
wife weary of dishwashing and thinking of a 
modern kitchen. The copy generally described the 


6 


services and end-objectives of this dealer in 
kitchen modernizing. 

The third “retail ad” showed the framed addi- 
tion of a room to a house, and boldly exhorted the 
reader to “Repair — Remodel — Modernize. See 
us for FREE ESTIMATE. Anything in Building 
Supplies. Your Authorized XXX Roofing Dealer.” 

The 44-inch ad of the XXX Wholesale Builders 
Supply urged the reader to “Get the Best for 
Less! Pay cash and save $$$.” It showed a 3- 
piece bathroom outfit, medicine cabinet, well 
pump, kitchen sink, with prices, and listed special 
prices on pipe, floor furnaces, and heating plants. 
A 10-inch ad on another page by this distributor 
boldly invited readers to “Save up to 40% on all 
building materials. Let one of our representatives 
show you how. Phone — write — or visit —’’ The 
ad listed three stores of this firm. 

This comment is not to approve this so-called 
wholesaler’s price policy, although American mer- 
chandising history bears out the truth that the 
public expects and will seek a discount for “buying 
with cash” and taking purchases home. Our point 
is that the so-called wholesaler is aptly aggressive 
in (1) investing in advertising that was bound to 
pull, and (2) being specific in the product offered 
the prospective customers. 

v _ v 
HIGHER COSTS MEAN HIGHER PRICES. Re- 
tailers are “caught in the middle” these days be- 
tween increased costs of merchandise and services 
and the consumer’s opposition to increased retail 
prices. Yet higher prices can not be escaped, with 
the costs of doing retail business inching up. 

Two current increases in cost dealers must meet 
are raises in freight rates and in social security 
tax. Beginning January 1, employers must in- 
crease their portion of the social security tax 
from 2 to 214 per cent. Employees also must in- 
crease their payment into the tax fund similarly, 
on annual earnings up to $4,200. One-fourth of 
1 per cent doesn’t seem like much, but apply it 
to a yard or plant payroll — and it’s substantial! 

Effective December 26, the Interstate Commerce 
Commission approved emergency freight-rate in- 
creases to satisfy, in part, requests by rail carriers 
for higher permanent increases. With certain 
“hold-downs” and exceptions, the freight increases 
are 7 per cent in Eastern territory, 5 per cent in 
Western territory, and also 5 per cent between the 
Eastern, Western, and Southern territories. 

The “hold-downs” include lumber at 6 cents per 
100 pounds, and millwork at 7 cents per 100 
pounds. Again, these unit increases seem small 
but they add up substantially — and in most cases 
must necessarily be passed on in higher prices. 
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SUPPLY and DEMAND 





Greater Construction and Homebuilding Gains 


Seen for Southern States in 


NEARLY ALL forecasters and prog- 
nosticators of the economic future 
of the United States agree that new 
construction in 1957 will slightly ex- 
ceed the 1956 records, but that 
housing starts will again fall sub- 
stantially below the 1955 high of 
1,310,000 units. 

However, only Dr. Robinson New- 
comb, market analyst for the Struc- 
tural Clay Products Institute, has 
dared predict the 1957 construction 
trends by areas — and his predic- 
tions are that most areas involving 
the South and Southwest will enjoy 
higher than anticipated national 
gains. He foresees a 2.2% rise in total 
building activity in the nation, and 
a gain of 0.5% in residential con- 
struction. 

Newcomb area forecasts call for 
4.1% building increase and 3.3% 
residential gain in area 3. This in- 
cludes Delaware, District of Colum- 
bia, Maryland, and _ portions of 
Pennsylvania, New York, and New 
Jersey. 

For the states of North Carolina, 
South Carolina, and Virginia (area 
7), the forecast is 3.4% gain in 
building, and 2.8% rise in home con- 
struction. For area 9 — Alabama, 
Florida, and Georgia — 4.7% rise in 
building, and 5.4% gain in residen- 
tial construction. 

Total building in Mississippi (area 
10) is expected to equal 1956. But 
homebuilding in that state is ex- 
pected to rise 1.8%. 

Residential construction is expect- 
ed to be down 5% in the Kansas- 
west Missouri-Colorado area. Area 
11, embracing Arkansas, Louisiana, 
Oklahoma, and Texas, is expected 
to have a 7% drop in homebuilding 
this year and a decrease of 0.4% in 
total building activity. 

Areas including West Virginia and 
east Missouri are expected to chalk 
up homebuilding and total construc- 
tion gains in 1957. 


“Leveling Off’ 1957 


Joint estimates by the U. S. De- 
partments of Commerce and Labor 
call for an increase of about 5% 
in new construction in 1957 over 
1956. This would shoot the record 
totals from $44 billion in ’46 to 
$46.5 billion this year! 

According to the Federal forecast, 
“some expansion is likely in the 
coming year in most major types of 
construction, except new private 
housing. Because of the housing de- 
cline, private construction activity 
as a whole is expected to show only 
a nominal increase, but public con- 
struction outlays will probably rise 
a substantial 12%. 

“Construction costs are expected to 
continue to rise, but at a rate slight- 
ly lower than in 1956. Building ma- 
terials generally should be in ade- 
quate supply, with no more than 
minor spot shortages likely, because 
of extensive gains in plant capacity 
and record production levels.” 

Forecasting another good year of 
national business, Walter E. Hoad- 
ley Jr., economist for the Armstrong 
Cork Co., points out that “American 
industry will bring into production 
more new industrial capacity during 
the coming year than in any com- 
parable period in history.” He as- 
serts that “the building industry 
faces a fundamental challenge to find 
and introduce new ways of giving 
the public still better values.” 

Looking ahead 10 years, Archi- 
tectural Forum magazine forecasts a 
45% rise to $64 billion a year for 
building construction in the United 
States in 1966. Conclusions published 
from a special market study made 
by Miles L. Colean include: pri- 
vate industrial construction, up 
48.4%; commercial, up 36.2%; re- 
ligious building, up 20.0%; educa- 
tional, up 45.5%; homebuilding, up 
25.8%; residential additions and al- 
terations, up 126.9%; and farm, up 
20%. 





New Market for Sale 
of Plywood, Lumber 


Starting no later than July 1, 
1957, each Air Force Base will be 
permitted to purchase its own lum- 
ber and plywood requirements 
through their own contracting officer 
by authority of Capt. Walter Car- 
penter, Air Force control officer. 

This is expected to cut down total 
inventories at each base. Retail lum- 


ber yards are expected to keep close 
enough contact to have on hand the 
plywood and lumber items needed 
by local bases for prompt delivery. 

Twenty-seven bases in Texas are 
among many throughout the South 
which will become potential new 
customers for lumber dealers. Seven 
bases already have been given au- 
thority to begin local purchasing 
of plywood and lumber needs. These 
include Perrin at Sherman, Tex., 
and Hunter at Savannah, Ga. 
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South Has “Lion’s Share” 
of Military Housing 


Over the next three years more 
than 150,000 housing units will be 
built near military installations to 
help eliminate the housing shortages 
which often have caused trained 
service personnel to refuse to re- 
enlist after their service terms have 
expired. 

As of November 21, the U. S. De- 
partment of Defense had approved a 
total of 82,177 military family hous- 
ing units for development under 
Title VIII of the National Housing 
Act. 

By states, the total military hous- 
ing units already approved for con- 
struction are: Alabama, 1,784; Ar- 
kansas, 1,929; Delaware, 1,000; Dis- 
trict of Columbia, 46; Florida, 4,394; 
Georgia, 3,218; Kansas, 2,836; Ken- 
tucky, 2,042; Louisiana, 2,861; Mary- 
land, 1,623; Mississippi, 480; Mis- 
souri, 2,029; North Carolina, 6,251; 
Oklahoma, 2,218; South Carolina, 
4577: Tennessee, 268; Texas, 4,600; 
Virginia, 1,962. 

The Federal National Mortgage 
Assn. recently increased the price it 
will pay for FHA insured section 
803 armed services housing mort- 
gages. Fannie Mae also reduced the 
amount of the fee sellers must pay 
to obtain FNMA commitments to 
purchase these mortgages. 


Housing Starts and New 
Construction Decline 


For the third consecutive month, 
contract awards for future construc- 
tion in the 37 states east of the 
Rockies in November trailed the 
same month of 1955. Awards in No- 
vember were down 6%, for a total of 
$1,689,261,000. 

F. W. Dodge reported residential 
awards in the 37 states 14% lower 
than a year before. However, for the 
11 months, residential awards were 
only 1% below 1955. 

Commented Thomas S. Holden, 
Dodge official: “The moderate de- 
cline in the November contract total 
was foreshadowed by the recent 
residential slowdown which has re- 
sulted largely from ‘tight money.’ 
It seems to be an indication that 
further construction progress will 
be at a moderate pace.” 

According to Department of Labor 
estimates, November non-farm hous- 
ing starts totaled 80,000, only 400 
of which were “public housing.” The 
l1l-month total of 1,055,300 starts 
indicated a 15% decline in units 
started in 1956 compared with 1955. 
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ast turnover on small stocks 


BIGEPROFIT 


Because Lion roofing and waterproofing asphalts 
have earned a wide consumer acceptance, you 
get fast turnover when you handle the Lion line. 





~ Lion 
Asphalt 
Roofing 


And because the complete line is immediately 
available from leading wholesalers, you need 
carry only small stocks...which means less 
investment, 


Team up fast turnover with small stocks, and 
you have big profits. 


More than 25 years of research stand behind 
Lion asphalt roofing products—quality pro- 
ducts, each and every one. They meet or exceed 
U. S. Government specifications. 


IMPORTANT! Unlike ordinary roofing ma- 
terials, Lion asphalts are desalted to assure low 
water-absorption rate. Lion asphalts are super- 
ior for steep or flat roofs and for dampproofing 
and waterproofing applications. 


Get complete information about the profit 
picture for you. Mail the coupon now. No 
obligation, of course. 


’ Products 


LION ASPHALT R. D. PRIMER Serves as primer for 
hot asphalt application for dampproofing concrete or masonry. 


LION ROOFING ASPHALT For hot application. Most 


economical covering for roofs of large buildings. 


LION ASPHALT ROOF COATING Liquid, ready to 
use. For new roofs or to preserve old ones. 


LION ASPHALT PLASTIC CEMENT? For repair of 
breaks, cracks and holes in all types of roofs. Also for sealing 
and waterproofing. 


LION COLD PROCESS LAP CEMENT Quick-setting, 
liquid asphalt. Eliminates nails on lower edge of roofing. 


LION COATING NO. 3t Has a high filler content. Es- 
pecially effective where a tough and abrasion-resistant coat- 


ing is desired 


BLIND NAILING CEMENT Jelly-like asphalt 
plying roll roofing and for cementing coverings 
nd kitchen cabinets. 


LION 
cement for ay 
to table tops 


LION ASBESTOS ASPHALT ROOF COATING 
Surface finish for new roofs. Also recommended for renewing 
old, dry roll roofing. 


tMade under the process of Patent No. 2393774. 


LION OIL COMPANY 

EL DORADO, ARKANSAS 

Please send me complete information about your Asphalt Roofing 
Products and the name of your nearest wholesale distributor. 


NAME 


LION OIL COMPANY 


A Division of Monsanto Chemical Company 


EL DORADO, ARKANSAS 


*Trademark of Monsanto Chemical Company 


ADDRESS 


STATE. 


CITY— 
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TOP NEWS 


For Dealers, Wholesalers and Manufacturers 





6,470 Dealer Personnel Attend Third NRLDA Exposition 


PAID REGISTRATIONS totaled 6,- 
470—representing lumber yards from 
coast to coast—at the third annual 
Building Products Exposition of the 
National Retail Lumber Dealers 
Assn. More than 180,000 square feet 
of the International Amphitheater 
in Chicago, Ill., were jammed with 
capacity crowds which overflowed 
all “action demonstrations,” break- 
fast and luncheon clinics, and exhibit 
demonstrations, December 10-13. 

Largest crowd-pullers were the 
material-handling trackside demon- 
strations, witnessed by over 1,000 
lumber dealers each day, where flat 
cars and wide-door box cars were 
mechanically unloaded in a _ two- 
hour “spectacular.” A variety of lift 
trucks, selected for retail yard ap- 
plication, swiftly unloaded “unitized” 
lumber, plywood, and other mate- 
rials shipped from Western and 
Southern mills to the exposition. 

Mechanical equipment then moved 
the materials into a full-scale “inside 
warehouse” under a pole-frame shed 
erected on the amphitheater floor. 
Dealers daily watched handling 
demonstrations in the warehouse, 
inspecting new types of lumber bin- 
ning, covers, and strapping tech- 
niques. 

Dealers streamed through the 30 


Mba MAH in 


Hh 


f 


x 90-foot Profit-Maker model store 
throughout each day. It was spon- 
sored by NRLDA and American 
Lumberman magazine, with 100 
product manufacturers cooperating. 

Advice on pricing, budgeting, mar- 
kets was given by experts at the 
“Management Side of Merchandis- 
ing” Clinic, moderated by Jack W. 
Parshall of Building Supply News. 

At the Components Parts Theater 
Clinic, crowds watched as floor and 
wall panels were made and placed 
into a mock “Lu-Re-Co” house. A 
new “spline” interior wall system 
met with enthusiastic approval. 


General Electric and_ Frigidaire 
demonstrated “component” kitchens, 
complete with appliances. A new 
“plumbing wall” was introduced for 
the first time. 

Watson Malone III, of Philadel- 
phia, Pa., exposition clinic chair- 
man, was forced to engage clinic 
rooms with larger seating capacity, 
immediately after the initial lunch- 
eon session. More than 125 dealers 
had to be turned away from the 
Operation Home Improvement man- 
agement luncheon, moderated by 
Robert Blackstock of Seattle, Wash. 

(Continued on page 21) 


Seen here are elevations of 
three houses that demonstrate 
the 59 basic features desired 
by representative American 
housewives in their modern 
homes. These house plans 
were based on recommenda- 
tions developed by 100 house- 
wives at the Women’s Con- 
gress on Housing in Washing- 
ton last spring. Model houses 
were built after these designs 
in Munster, Ind., and dis- 
played to delegates to the 
NRLDA_ Building Products 
Exposition. All three houses 
have three bedrooms, one 
and one-half baths, generous 
closet space, a family room, 
utility room or basement 
laundry, dining room or din- 
ing area, living room, and 
kitchen. 
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Dozens of 
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K&M ASBESTOS DECORATIVE PANELS! 


For indoor or outdoor use 


When customers want smart, dramatic 
effects in residential or commercial con- 
struction, these handsome decorative 
panels meet the need perfectly. They’re 
ruggedly durable, light in weight, easy to 
saw and nail. Naturally gray in color, 
they take paint attractively. 


Used outdoors, these new ‘“‘Century” 
panels provide light-and-shadow tex- 
tures which mask irregular weathering 
and staining. They are highly resistant 
to fire, vermin, rot and weather. 


ARCHITECTS AND BUILDERS put new K&M Decorative Sheets to work 
ARCHITECTS AND BUILDERS put new K&M Decorative Panels to work everywhere! Here, both fluted and lightweight corrugated asbestos 
everywhere! Here, both fluted and lightweight corrugated asbestos sheets are used to restyle this office entrance. Imagine the demand for 
sheets are used to restyle this office entrance. Imagine the demand for these new, versatile building materials that provide clean-lined beauty, 
these new, versatile building materials that provide clean-lined beauty, superior fire protect with less maintenance. 

superior fire protection with less maintenance. 


eeeeeeeeeee 
eeeeeeeeee 





FLUTED ASBESTOS PANELS 


Wide ribs provide a strongly-contrasting 
light-and-shadow pattern. Recommended 
for use by themselves or as contrasting pan- 
els with plain sheets. Especially effective 
when used for facades, soffits, mullions, 
dadoes, friezes. Narrow widths provide 
distinctive cover fillets, borders, architraves 
and marginal strips. Approximate size: 
4x8 xH%". 





KEASBEY & MATTISON 


COMPANY ¢ AMBLER « PENNSYLVANIA 

















RIBBED ASBESTOS PANELS 


Narrow ribs running the full length of the 
panel form a modern, closely-textured pat- 
tern. Highly effective as complete interior 
wall lining for small rooms. These panels 
are particularly recommended for use as 
dadoes, wainscoting, friezes, contrasting 
panels and marginal strips. Standard size: 
4’ x 8’ with an approximate overall nominal 
thickness of 4”. 


Send me literature and samples of your new fluted 
and ribbed K&M Decorative Panels 


SOHC OCHO SE HEE EEEEEEEEEEEES 


| also want information about: 
01 K&M Lightweight Corrugated Asbestos Sheets 














K&M Flat Sheets 
© Apac © Linabestos © Sheetflextos 
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BUTS 


Contact your K&M Distributor, or send in the coupon! 


KEASBEY & MATTISON GOR 
Sin asbeeg 


COMPANY + AMBLEB « PENNSYLVANIA 


...Zone 
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_ Brighten Your Sales Picture 


Buy the Brightest Anodized 
Aluminum Glass Wall Units with 
the Exclusive Chromalum Finish 


@ ALL DOORS BY-PASS 

@ WALL JAMBS ARE ADJUSTABLE 

@ FULL WALL JAMB FOR EACH OPENING 
@ NEWLY IMPROVED HANDLE AND LOCK 


@ TOP GUIDE CHANNEL PROVIDES 
DEFLECTION ADJUSTMENT 


@ GLAZING TIME CUT IN HALF 
*4 SCREWS DOES IT ALL 


@ COMPLETELY WEATHERSTRIPPED 
FOR CLIMATE COMFORT 


K D KITS ONLY 
All units are shipped K D in compact, easy to 
handle cartons. Frames are designed to take 
5) 3/16—7/32 crystal or % inch plate glass. 














*pat. applied for 


We also manufacture America’s most outstanding | CIF fe fe i 


Bath Enclosure in both the Custom and Rival Series... 
Write for full details MANUFACTURING § COMPANY 








2415 N.W. 75th Street, Miami, Florida - Phone PL 8-3314 


SUPERIOR LUMBER 
SALES COMPANY 


of Sacramento 
926 jay bidg. cof gilbert §-8216 
sacramento £4, calif. 
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The gateways of t 


Swinging on Hage 


he World are 


»r, too! 


Big Profits in 
HAGER 


f 
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hy 


hardware 


Everything Hinges « 


country gates—whatever ne¢« 


Hager Suburban Screw Hook and Strap, Bolt Hoo 
Hager Strap and T-hinges, H: 

and Hinge Hasps are skillfully made in many different 
designs and finishes to meet every ¢ 


Stock the 
made of wrought steel to give long we 
finished to take all kinds 


n Hager!* Garages or Barns or 


ds swinging—the swing is to Hager! 


k and Strap, 
ager Gravity-Type Gate Latch 


‘onceivable rural and suburban need. 


Hager Suburban line. It’s ruggedly 


weatherproofed 


f weather. 


Ask your jobber to show you the complete “Suburban” Line 


irban 
ap Hinge. 


No. 1973 Hager Sub 
Screw Hook and Str 


No. 1934 Hager Suburban 
Gate Latch. 











The doorways and gateways of 
the world swing on Hager Hinges 
*® 
ST. LOUIS 4, MISSOURI 


C. HAGER & SONS HINGE MANUFACTURING COMPANY 
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for immediate service on 





all building materials 
CALL YOUR NEAREST 


SSIRCO Warehouse 








With nine warehouses and seventy sales representatives centrally 
located to serve any geographical area of the Southeast, Southern 


States Iron Roofing Company is your immediate answer for serv- 





ice and supply. Quality, nationally-known stocks of a variety of 
building materials, aluminum mill and building products and in- 


dustrial metals are near you in a SSIRCO warehouse. These diver- 





sified stocks and complete inventories are available to enable you 
to meet the requirements of every customer. SSIRCO’s complete 
facilities offer you immediate service on any quantity of these 
products. You never need to be out of any building material item. 


Make SSIRCO your one-stop, one-source supply house—TODAY ! 


/ The Finest Products 
Made with Aluminum 


REYN ta ALUMINUM 


STATES IRON ROOFING CO. 





a good straight wall starts with 
CHENEY STUDS 


...8S0 be sure this registered trademark * 








is on every stud you buy! 
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CHENEY § 
Ga Const. § 








Uist *g 


~ 


specify 


__for dependable dealers 


+ SK TRADEMARK REGISTERED 


et CHENEY Lumber Company 
NEY Originators General Sales Offices: 


of the 424 Tacoma Building, Tacoma 2, Washington 


0 Telephone FUlton 2424 Teletype 024 
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MEET YOUR NEW SALESMAN ... 


the TCl farmer 


_..@ distinctive new character 
to make more friends and customers 
for your store! 


Ever see a trade character more closely identified with the 
products he represents? For remembrance value, he just can’t 
be beat! And beginning now, your new TCI Farmer is on his 
way to becoming the most familiar personality in the entire 
South. He will be prominently shown in all of TCI’s national 
ads in your favorite farm magazines—Progressive Farmer 
and Farm & Ranch—telling readers to look for him when 
they’re in the market for top-quality roofing, fence, baling 
wire, barbed wire—all fine products made and sold by the 
Tennessee Coal & Iron Division of United States Steel. 

This new and strikingly different “salesman” is now also 
available to all dealers carrying TCI products for the farm. 
As a large standing sign, you can use him either inside or 
outside your store. On posters and display cards, you can put 
him in your windows or on your counters. And you can use 
him in your local newspaper ads, as well as on any direct mail 
which you may be using. 




















Yes, the new TCI Farmer is ready, willing and able to help 
you do the best selling job ever! Don’t delay another day in 
putting him to work in your territory. If you haven’t already 
ordered a few of these TCI Farmer signs and other display 
material for your store, we suggest that you do so at once. 
Write, wire or call our Advertising Division in Fairfield. 


a 






| His job is to direct farmers in your terrifory 
’ fo your store for the fine quality products 


h made by Tél 
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USS AMERICAN 
BARBED WIRE 


point by point, 
it’s unquestionably 
a better buy! 
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\ 
! | 
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USS 
AMERICAN 


FENCE 
the brand 


most in demand! 







“He uses 
th 


a A 
YH | the best 


i 





Made of low carbon steel that is 
carefully stranded to provide proper 
stretching qualities, USS American 
Barbed Wire, with its sharp, uni- 
form, easy-to-see barbs, stands up 
under the severest atmospheric 
changes. .. and safely restrains your 
most cantankerous livestock. Avail- 
able in five styles . . . in two and four 
point types. Customers are familiar 
with the high quality of American 
Barbed Wire. 





For many years, USS American 
Fence has been a favorite of 
Southern farmers. Today, there’s 
more American Fence in use 
than any other brand. Made of 
medium-hard wires that are soft 
enough to splice, yet hard enough 
to permanently keep their ten- 
sion and weather curves, its 
smooth, heavily galvanized coat- f 
ing resists rust and corrosion and Mf yi 
assures extra-long 
life. Every roll guar- 
anteed to be made 
from full-gauge wires 
and to be full length. 
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USS AMERICAN 
BALING WIRE 


for fast, trouble-free baling, 
it can’t be beat— 
holds bales tight and neat! 









USS American Baling Wire meets the re- 
quirements of automatic pick-up balers. Will 
hold bales tight and neat, yet it will bend and 
tie easily. Each coil is carefully wound at an 
even tension to assure tangle-free uncoiling 
... fast, smooth baling. There 
are no splices to jam baler 
mechanism—a common 
cause of costly delay in your 
baling operation. Easy to 
load. Packaged in water- 
proof cartons for convenient 
handling and safe storage. 


\Y 


s 
‘ 
\\ 


‘ 


i : 3 


Wa 












































USS TENNESEAL 
V-DRAIN ROOFING 


tops them with reasons why 
it’s the farmer’s finest buy! 





Developed in the South for Southern use, USS Tenneseal offers top protection 
from the heavy, driving rains which farmers in this section often have to SS 
contend with. Every sheet of USS Tenneseal is coated with a uniform, tight, ' 
heavy coating of pure zinc to protect it from rust. And, Tenneseal’s exclusive 
features—the Triple Cross Crimp, the Pressure Lip, the V-Drain, and the 
Tension Curve—assure your customers of a roof which will give them extra 
years of trouble-free service. Can be nailed to properly spaced purlins, saving 
the expense of solid decking. Can be laid with regular farm labor. 
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| the new before you buy 
; GRIPTITE look for the label! 


STAPLES When you see the familiar USS TCI 


and TCl standard symbol, you're sure that the product 


is made right here in the South by 

H sicl skilled American labor who, like 
wire nails . yourself, love the land in which they 
live! Furthermore, you'll get the 


The new USS GriptiTE Staple is a big im finest products money can buy. 
provement over anything heretofore avail They'll be honest value . . . in weight, 
able. First, nail the long leg; then stretch and reteeateaia, and quality. Insist om 
hook your fence or wire; finally drive the knowing where the product is made. 





GRIPTITE Staple all the way in. Has a true Your reputation as a dealer is too 
nail point and a flattened head. Wood fibres good to risk on merchandise of un- 
lock into shank in all types of wood posts. known quality. Buy American .. . 
Has increasing holding power. More staples for your protection . . . for the pro- 
per pound! tection of your customers. 


TCI Nails and Staples—the finest money 
can buy—in the new lighter, easier-to-open, 
easier-to-handle fibreboard Natl Cappy are 
bigger sellers than ever. And, for you, the 
strong new NAIL Cappy saves time in loading 
and inventory-taking. Requires less space 
than kegs. Guaranteed full weight, 100 lbs. 
net in each caddy. 


TENNESSEE COAL & IRON 
DIVISION 
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...and to help you do a 






we back up your store and your 
NEW TCI FARMER SALESMAN 
with literally everything you need 
TO BRING IN THE BUSINESS 


And TCI has a large library of interesting 
films designed for showing to farmer, civic, 











This year, we're telling the good news of TCI 
products for the farm in such a way as to 








and 8 special ads to poultry raisers in Poultry 
Tribune. 

There will be mountains of special literature 
—folders, leaflets, a new edition of the popular 
Farmers and Ranchers Handbook, and other 
hard-hitting promotion material for distribu- 


ee) practically blanket your territory. There will social and educational groups. You may borrow 

be attractive two-color, full-page ads in the two __ these films without charge and show or sponsor 

oo most important farm magazines in the South—_ _— them on any suitable occasion. Write for our 
— ~< the Progressive Farmer and Farm & Ranch— free film catalog. 


Yes, this year, TCI is really going all out 
to make 1957 the biggest you’ve ever had! Want 
to go along with us? It will be worth your while. 
For the full, interesting story of the tremen- 
dous opportunity TCI is now offering you, get 
in touch with your jobber, or call, wire or write 





















tion by you, our dealer direct to our Fairfield headquarters. 





TENNESSEE COAL & IRON DIVISION 
UNITED STATES STEEL CORPORATION, FAIRFIELD, ALABAMA 
FAIRFIELD - HOUSTON + JACKSONVILLE - MEMPHIS 
















NEW ORLEANS TULSA 





DISTRICT OFFICES: CHARLOTTE 
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If you do not already have one or two large TCI 
Farmer signs working for you, get in touch with us 
quickly! Our entire new 1957 advertising program is 
built around this powerful character. Use the sign to 
tell your customers that you are headquarters in your 
area for the top-quality TCI line of farm products. 
Yes, don’t delay. The earlier you start featuring these 
products, the more business you'll get. How many 
TCI Farmer signs can you use? How are you fixed 
for product literature? 
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NRLDA EXPOSITION 
(Begins on TOP NEWS page 10) 


Evidence that the lumber dealer 
today is vitally interested in mod- 
ernizing business also stems from 
the record 600-dealer attendance at 
the exposition’s kitchen clinic. 

The general feeling of dealers 
was summed up by W. Temple 
Webber Jr., Temple Lumber Co., 
Lufkin Tex. in these words: “The 
exhibits had last year’s convention 
beat a hundred times. Judging from 
the NRLDA trend, I am sure that 
next year will be better and bigger. 
The national association has gone 
a long way in helping the dealer 
with his many problems.” 

At the exposition banquet, awards 
of merit were presented to the clinic 
chairmen by General Exposition 
Chairman Phil Creden of the 
Edward Hines Lumber Co., Chi- 
cago. He said that the “workshop” 
format would be continued and ex- 
panded at the 1957 exposition. It is 
scheduled for Philadelphia, Novem- 
ber 4-7. 

Ray Schaub, retiring NRLDA pres- 
ident, “turned the tables” by pre- 
senting a special plaque to Phil 
Creden for “special meritorious 
service” in spearheading the NRLDA 
Building Products Exposition and 
serving as its general chairman for 
three expandingly successful years. 
Creden’s surprise is registered in the 
photo on our S-B-S cover this 
month. 

“Profit Management,” a 46-minute 
sound-color film by the United 
States Gypsum Co. was shown for 
the first time at the NRLDA exposi- 
tion. The film is aimed at helping 
to solve the biggest problem facing 
the lumber and building material 
dealer today. The problem is that 
while dealer sales generally have 
been as large as at any time in 
history, the profit returns on these 
sales have declined seriously. Sur- 
veys show that dealers are averag- 
ing a net profit of about 2 per cent 
on sales. 

Recognizing that it could be of 
great service to the building indus- 
try by helping to solve this prob- 
lem, the United States Gypsum Com- 
pany has undertaken a study of 
management principles and meth- 
ods. 

The findings of this study, one 
of the most comprehensive ever 
made in any part of the retail field, 
have been incorporated into the 
film. The dealer’s attention is di- 
rected to four areas in which he 
can improve his profit performance, 
and eight specific tools of sound 
profit management are outlined. 

Later, an 80-page manual will be 
available which provides specific 
methods and work sheets with which 
the dealer can work in surveying 
his profit position. 
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~erViaa.) WINDOWS 


MODEL 10 
JALOUSIE WINDOW 


New, patented finger-tip control operator 
designed especially for jalousies. 

Patented adjustable tension-seal louver clip. 
Complete weatherstripping on jamb, head 
and sill. 








MODEL 40 
AWNING WINDOW 


Exclusive triple-powered operating mechan- 
ism delivers equal power to jack screw in VA i etl 
each jamb. ‘as 
Full cantilever support of vents. = 
Complete weatherstripping plus double -F, 
metal-to-metal contact at meeting rails, jamb al 
and sill. 


A 


mt A 





7 — MODEL 24 
at | SLIDING WINDOW 


| ( Fixed sash provides tighter meeting rail, 
ties in head and sill and reduces mainte- 

nance and service problems. 
Siliconized Schlegel pile weatherstripping. 





AMERICA'S 
FINEST ALUMINUM WINDOWS 
FOR EVERY BUILDING NEED! 


For over a century Stanley has been delivering quality, service and full 
satisfaction to the building industry...and Remember—Stanley Quality 
is Real Economy! 


FOR FURTHER 
INFORMATION 


Interchangeable screen and storm sash 
available for all windows. 





OR WRITE FOR COPY 


SEE THESE FAMOUS STANLEY ALUMINUM WINDOWS 
BOOTH 440, AT THE NAHB SHOW 


STANLEY 


STANLEY BUILDING SPECIALTIES COMPANY, 
Subsidiary of The Stanley Works 
Dept. SBS-1 


1890 N.E. 146th Street 





Distributors! 
Certain desirable 
territories are still 
available. Write 
today! 





North Miami, Florida 


@ MANUFACTURERS OF ALUMINUM JALOUSIE WINDOWS AND DOORS, AWNING WINDOWS, 
HORIZONTAL SLIDING WINDOWS, TUB ENCLOSURES, AND JALOUSIE STRIP HARDWARE 


For more details on above item, use Coupon on Page 59 21 

















Homebuilding Needs 
Told to Engineers 


The concept of prefabrication is 
changing to take in all components 
of a house, an audience at the 
annual meeting of the American 
Society of Mechanical Engineers in 
New York City was told recently 
by Richard B. Pollman, chairman 
of the Prefabricated Home Manu- 
facturers Institute’s Development 
Committee. He said that engineer- 
ing and design techniques have re- 
sulted in more and more compo- 
nents that will fit together easily 
at the building site, with a mini- 
mum of labor and finishing required. 

An architect and engineer at 
Scholtz Homes, Inc., Toledo, Ohio, 
Pollman said that specialized pre- 
fabrication of single components 
should hasten the day when com- 
plete standardization of all dimen- 
sions of parts and products will 
be necessary. 

He predicted that increasing ac- 
ceptance of the techniques of com- 
ponent prefabrication would result 
in reducing the number of builders 
erecting the total volume of homes 
required, and in accelerated sched- 
ules for homebuilding, with each 


structure taking less than 30 days 


from start to finish. 

New techniques in homebuilding, 
including glued wood construction, 
may help to stop spiraling housing 
costs, according to members of a 
panel on wood technology speaking 


BOB JAMISON has been appointed 
vice-president in charge of sales of 
the Lambert Corp. of Florida, with 
offices in Orlando. He will direct the 
sale of paints, waterproofing, and other 
allied building materials by Lambert 
field representatives in Florida, Geor- 
gia, North and South Carolina, and 
Tennessee. 


HUGH HUDSON now represents Cen- 
tral Woodwork, Inc., of Memphis and 
Jackson, Tenn., in the Mississippi 
Delta and in southeast Arkansas. Hud- 
son settled in Memphis in 1940 and 
has specialized in the sash and door 
business ever since, except for three 
years of Army service. He served as 
manager of the wholesale millwork 
department of the Fischer Lime and 
Cement Co., and then was associated 
with the Cole Manufacturing Co. 


at the annual meeting of the me- 
chanical engineers. 

One big bottleneck facing home- 
builders is the lack of a really 
efficient device for attaching wooden 
or asbestos shingles to the outsides 
of homes, according to Willard J. 
Worth of Lafayette, Ind. What is 
needed is some sort of rapid tacking 
or stapling device that will permit 
rapid “assembly line” construction, 
he said. 

Another area in which technologi- 
cal improvements are expected to 
produce a boon for the house buyer 
in the form of lower prices is the 
use of glued siding to add strength 
to the house structure. 

A stumbling block in the way of 
efficient construction is lack of co- 
ordination between the architects 
who design houses and the engi- 
neers who design heating, plumbing, 
and wiring systems that go into 
them. 

Often the wood beams and sup- 
ports specified by architects have 
to be cut away by technicians in- 
stalling mechanical systems, which 
results in added expense and loss 
of strength, according to John K. 
White of Allentown, Pa. 

Emphasizing the importance of 
improving wood construction meth- 
ods, White pointed out that 85 per 
cent of the new houses are made of 
wood. 





Johnson Now President 
of Atlantic Steel Co. 


The board of directors of the At- 
lantic Steel Co. in Atlanta, Ga., 
recently elected Robert S. Lynch 
chairman and chief executive officer, 
and elected Howard B. Johnson 
president. 

Charles F. Stone, board chairman 
since 1947, was named chairman of 
the Executive Committee. No other 
changes in officer personnel were 
made. 

Lynch is a native of Vandergrift, 
Pa., and an alumnus of Ohio State 
University. He has been connected 
with the American Sheet and Tin- 
plate Co., United Alloy Corp., and 
the Republic Steel Corp. He joined 
Atlantic Steel in 1944 as general 
superintendent. In 1946 he was made 
vice-president. In January, 1947, he 
was elected president. 

President Johnson was born in 
Tallapoosa, Ga. A graduate of Geor- 
gia Institute of Technology, he join- 
ed Atlantic Steel in 1933 as an 
accountant and later became order 
department manager. Johnson was 
named assistant secretary in 1945: 
vice-president in charge of finance 
and accounting in 1946, and in 1949 
he was made vice-president in 
charge of sales and finance. Elected 
to Atlantic Steel’s board of directors 
in 1950, he was named executive 
vice-president last September. 

The Atlanta firm’s line of Dixisteel 
products includes hot rolled bars, 
shapes, reinforcing bars, wire and 
wire products. 


Forestry and Research 
Get Boost in Georgia 


With the dedication of the new 
$144,000 facilities for the University 
of Georgia Forestry School and the 
completion of the new $200,000 head- 
quarters for the Georgia Forestry 
Commission, forestry has gained 
added recognition in the Empire 
State of the South. 

The Forestry School dedication in 
Athens initiated a year-long golden 
anniversary celebration for the 
school. 

An annual grant of $44,000 has 
been set up for forestry research. Dr. 
W. A. Campbell, of the U. S Forest 
Service, outlined some problems of 
research as hardwood management, 
hardwood utilization, and forest dis- 
eases. 

The new forestry commission 
headquarters will be formally dedi- 
cated next spring when the grounds 
are fully landscaped, according to 
Director Guyton DeLoach. Personnel 
have been working in the building 
since October. The center is located 
at Dry Branch, six miles south of 
Macon, along with activities of the 
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Athens-Macon Research Center of 
the U. S. Forest Department. 

Offices of the new buildings are 
paneled with the primary commer- 
cial species of wood grown in Geor- 
gia. Natural finishes are used. 


Mathieson’s Efficient 
Flooring Plant Humming 


A new $1,000,000 hardwood floor- 
ing plant was opened at Shreveport, 
La., on December 17 by the Frost 
Forest Products Division of the Olin 
Mathieson Chemical Corp. One of 
the most efficient in the United 
States, it can turn out more than 
25,000,000 board feet of flooring a 
year. 

The new flooring plant covers 30 
acres and replaces one destroyed by 
fire last March. 

A. Richardson, manager of Mathie- 
son’s hardwood flooring sales, said 
he expected more than _ 1,000,000 
housing starts in 1957 and predicted 
a growing home construction market 
for at least the next decade. At this 
time there are about 190 flooring 
producers in the United States. In 
1955 this industry produced 1,220,- 
204,000 board feet of flooring. 

The new flooring plant, using mass 
production techniques, was built to 
handle demands in tomorrow’s mar- 
ket, Richardson said. “If surveys are 
indicative of a trend, the wood- 
flooring producer with mass produc- 
tion facilities and quality control 
will grow stronger in tomorrow’s 
market,” he added. 


Youngstown in N. C.; 
New Salesmen in South 


Youngstown Manufacturing, Inc., 
of Youngstown, Ohio, doubled its 
production facilities this month by 
beginning operation of the plant at 
Louisburg, N. C., which it had ac- 
quired from the Ford Moulding Co. 
Total extrusion and smelting capac- 
ity of some 2,000,000 pounds a month 
will be possible under the expanded 
operations. 

Warren H. Brockway, executive 
vice-president of Youngstown Manu- 
facturing, Inc., will be in charge of 


New Insulation Patented 


The U. S. Patent Office recently 
granted Patent No. 2,750,313 for a 
new thermal insulation invented by 
Infra Insulation Inc., manufacturers 
of the widely-used accordion design 
of aluminum insulation. The new in- 
sulation employs multiple layers of 
reflective air spaces which are 
parallel and rectangular; and have 
superior thermal values. 

A unique design provides side sup- 
ports which automatically stretch 
and keep open permanently and 
parallel, its multiple layers of alumi- 
num and air spaces. These successive 


insulating layers give maximum pro- 
tection with full uniform depth over 
the entire area from joist-to-joist. 


Industry Aids College 


The most modern equipment 
available for training young men 
in forestry is planned for the new 
Forestry-Industry Education Build- 
ing at Arkansas A and M College. 

The equipment is being donated 
by Arkansas lumber companies. 
Most of the paneling for the new 
building, which is now under con- 
struction, also will be given by the 
lumber industry. 
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BASIC MATERIALS 


Meet. “Oscar Chr” 
symbol of the 
vastly expanded 


OPERATION HOME 


campaign for 3/7 


salesman on your staff... 


IMPROVEMENT 


. . he’s like another 


“Oscar Ohi” . 
always 


@ Advertising & Display Kit . . . Five 
times greater than the '56 ohi kit! 
Over 50 pieces in all, including “Oscar 
Ohi” and the right to use him in your 
advertising. Timepay booklet, pub- 
licity manual, two counter cards, two 
large posters, streamers, decals, stick- 
ers, and dozens of other useful items. 
Cost of $10 includes second kit to be 
mailed in April to tiein with the great 
May “Better Your Living Month.” 


@ Ohi Newsletter . . . The best way 
to keep posted on the rapidly expand- 
ing remodeling market every two 


weeks. Subscription for first six 
months of ’57 only $2.00. 
@ Community Handbook . . . (Included 


free in basic -*) 48 pages tell how 
4 launch an ohi campaign in your 
city. 


@ Film Strip Sound Presentation .. . 
The whole story of ohi in pictures with 
narration for showings to industry 
groups. Price $20. 


smiles, hands out selling messages on 
remodel financing, and can add 20% 
to 50% more profit to your operation 
in 757. 

He’s a real character . . . dances 
through all of the ohi display and 
advertising materials that have been 
created to help you tie in with the 
great ohi campaign that has been 
proved in ’56... and vastly IMproved 
for ’57. 


‘‘Oscar Ohi’’ is copyrighted, of 
course. But he’s yours for FREE 
with the new ’57 ohi Advertising and 
Display Kit at $10. All you do is 
paste him down on a 4-foot board, 
cut him out, stand him up... and 
he’s ready to go to work on your 
customers to help you get your share 
of the $15 billion remodeling market. 





To: OPERATION HOME IMPROVEMENT 

10 Rockefeller Plaza, New York 20, N. Y. 
Please send the following materials, for which 
my check is enclosed: 


0 Display Kit @ $10 
[] Handbooks @ $1.50 


the new North Carolina plant. It 
will employ approximately 150 per- 
sons in production of the Superior 
line of aluminum and stainless steel 
moldings. 

Two new sales. representatives 
have been appointed by the firm in 


d tor 
sen, OHI 


ials 


0 Newsletter @ $2 
(C) Film Strip @ $20 





























the South to sell the Superior line. Name__ 
Southern Division Manager Steve mater : 
Timko announced appointment of O Firm_ 
Tom Collins and Ed Lamb, men of Add 
considerable sales experience, to ins a ress 
give Youngstown complete coverage City___ State 
in the South. 
For more details on above item, use Coupon on Page 59 23 
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Let Licorice Root 


Pep up your Insulation Board 


Licorice Root is one of the world’s oldest 
tonics... Shen nung Pen Ts’ ao King, one 
of man’s earliest medical records, refers to 
licorice root as a magical plant that imparted 
youthful vigor to bodies of aging men... is 
used today to cover taste of bitter drugs. 
Licorice root was on the ration list for armies 
of Alexander the Great and the Caesars. 


Sell Plastergon’s Lockaire... 


Licorice Root fibers 
give unequalled strength— 
high insulating efficiency! 


Only Plastergon Lockaire insulating boards, 
made exclusively with tough licorice root 
fibers, can give your builders and remodel- 
ers the structural strength quality construc- 
tion demands. 





> TS LOCKAIRE PAINTCOTE ...a %” or 


ftp XV AN J 46” Insulation board painted eggshell on 
one side for interior remodeling and con- 

“a tin struction. Tough licorice root fibers resist 
damage from doorknobs and elbows. 48” 


wide boards...6 to 12 foot lengths. 





The PLASTERGON WALLBOARD COMPANY LOCKAIRE ASPHALIC ... 4” and 252” 
P.O. Box 40, Station B, Buffalo 7, N. Y. Insulation board, unequalled for seine 
Please send me samples of licorice root. sheathing. 48” wide, 6 to 12 foot lengths... 
Send for a free chewing sample of Licorice 
Root, also samples of Lockaire Boards . 
Street see just how much tougher licorice root fibers 
are. Break samples of Lockaire . . . competi- 
tive boards ... show your customers the extra 
strength they get in Plastergon Lockaire. 


NO 22 oo sisinc mescaisns basapinis/nlgsja vkbkeroneacaeedinapanhebediaeoen 











PLASTERGON Wallboards 


THE PLASTERGON WALLBOARD COMPANY 
P.O. BOX 40, STATION B, BUFFALO 7, N. Y. 
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Kiln Dried ugrdwoods 


most COMPLETE Our hardwood lumber 's scientifically dried in modern kilns under the 
sTOcK AVAILABLE supervision of expert engineers: Nothing is spared to produce for you only 


IN THE sOUTH! the highest quality hardwoods: We guard our reputation jealously. 


i mpt, : ° 
= vain is . All of ovr personnel have had long experience In every phase of the 
efficient service, 


industry, and they thoroughly understand your \umber problems: 


e Charlotte 
e Chattanood® Get in touch with us for your hardwood _ We'll give you excellent 
° jacksonville 
e Miami service on L.C.l. and mixed car shipments, kiln dried oF gir dried. 
. paleigh-Durham 


e Tampo 


MEMBER: National 





Hardwood Lumber association 


ATL 
ANTA OCAK FLOORING CO 


General O 
ffices and Plant « ATLANTA 
, GEORGIA 








’ 
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7 aad ’ 


Major Trade Groups Unite in ‘Wood for Business’ Push 


EXECUTIVES of 10 major trade 
associations in the wood industry 
have joined together to undertake 
a national promotion of business, 
store, and office improvement “with 
friendly wood.” Members of a steer- 
ing committee for the promotion are: 
Henry A. Bucklin, Architectural 
Woodwork Institute; John R. Gray, 
National Office Furniture Assn.; 
Charles E. Devlin, National Plywood 
Distributors Assn.; Ormie C. Lance, 
National Woodwork Manufacturers 
Assn.; Robert E. Spelman, Wood 
Office Furniture Institute, and Rich- 
ard D. Behm, Hardwood Plywood 
Institute. 

Behm, named chairman of the 
committee, said the Minneapolis-St. 
Paul area has been designated for 
a “test” promotion during February, 





Baldwin-Hill Acquires 
Eagle-Picher Plant 


The Baldwin-Hill Co. of Trenton, 
New Jersey, announces its acquisi- 
tion of the Wabash, Ind., plant of 
the Eagle-Picher Co. W. H. Hill, 
president of Baldwin - Hill, said 
physical assets of the plant include 
three production lines, a large ware- 
house, and an office building. Pur- 
chase of the plant is a further step 
in the expansion of Baldwin-Hill’s 
Mid-western operations. 

Baldwin-Hill, one of the nation’s 
largest exclusive manufacturers of 
mineral wool products, will continue 
the Wabash plant’s present manufac- 
ture of basic wool products. With no 
change in local personnel, all activi- 
ties will be under the general super- 
vision of the Baldwin-Hill staff in 
Trenton. 


To plan joint sponsorship of national promotion to improve stores and offices 
in “friendly wood,” 10 executives of eight wood-industry trade associations met 
recently in Chicago, Ill. Seated from left, in picture, are George Romeiser, 
American Walnut Manufacturers Assn.; Tom McGrath, Hardwood Plywood 
Institute; Charles Devlin, National Plywood Distributors Assn.; Burdette Green, 
Fine Hardwoods Assn.; Richard Behm, Hardwood Plywood Institute; Fred 
Montiegel, National Institute of Wood Kitchen Cabinets; James Nolan, National 
Woodwork Manufacturers Assn.; and John Huling, Fine Hardwoods Assn. Stand- 
ing are: Chris Hoy, National Office Furniture Assn.; and Robert Spelman, Wood 
Office Furniture Institute. 


1957. A later month in the year will 
be chosen for a nation-wide effort. 
Behm pointed out that the basis 
for joint action on the promotion 
is the growth of the “package con- 
cept” in store and office improve- 
ment. Said he: 

“The businessman is interested in 
the complete store or office. This 
means not only new furniture or 
fixtures, but over-all design, color 
coordination, wall paneling or parti- 
tions, doors and windows, flooring 
and built-ins.” 


The plan emphasizes local follow- 
through of the national promotion. 
A key feature of the program will 
be a complete operating kit of 60 
items for use on the local level. 

“The program will be launched 
with national advertising and pub- 
licity,” Behm said, “but the real key 
to success is getting the various ele- 
ments together in each community 
— the architects and designers, lum- 
ber dealers, millwork people, ply- 
wood distributors, office furniture 
dealers.” 


ATTEND OPENING OF JOHNS-MANVILLE ROOFING PLANT IN SAVANNAH 


All links in the chain of build- 
ing-material production and 
distribution in the Southeast- 
ern states were represented at 
the recent formal opening of 
the Johns-Manville plant and 
warehouse at Savannah, Ga. 
Here, watching bundles of 
asphalt roofing roll down the 
“delivery” line of the manu- 
facturing plant, from left are 
seen H. R. Berlin, R. S. Ham- 
mond, George Petters, Robert 
Ruffin, and Jack L. Parks. 
Berlin is vice-president and 
general manager of J-M’s 
Building Products Division. 
Hammond is vice-president 
and general sales manager. 


Petters is manager of J-M’s Atlanta sales district. 
Ruffin is J-M salesman in the Albany, Ga., area. 


26 


Parks is owner-manager of the Parks Building Supply 
Co. in Fayetteville, N. C., a franchised J-M roofing dealer. 
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BH Building Shapes 
— Roof Edges 


Alcoa strong, lightweight, 

non-sagging aluminum 

gates, ideal for farms. 
ranches, leases, etc. 


P kelley packaged formed steel shapes are 
designed by men who know how the piece will 
be used, and who know what is expected of it. 
Kelley’s long experience supplying builders 
through dealers has given the background to 
design and to build shapes that do the job, are 
easy to use, and are economical to use. Kelley 

wie tit the aes ae aia eave strip and forms for asbestos siding are 
made right and are made to sell. They‘re pack- 


rugated aluminum rolls, 
the fast, easy way to # . P ° 
aged for easy handling with less damage in 


metal proof with mainte 
nance-free aluminum. j 4 K 
ff iy shipping and storage. 

As in all metal products, Kelley worked to 
help the dealer keep his inventory low. Good 
products, fast delivery, and fair dealing are 
reasons why more and more dealers are turn- 
ing to the Kelley man. 


Sy 


MANUFACTURING COMPANY 


4800 CLINTON DRIVE — HOUSTON 


134 Ellis Bean St. — San Antonio 
9100 Ambassador Row — Brook Hollow Industrial District — Dallas 
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HARBORIT 


Super-resistant to wear, weather and water! 


the miracle overlaid fir plywood... 


NEW 
LOW COST GRADE 


Overlay with 
special purpose core! 


HARBORITE 





HERE IT 1S! HARBORITE at a lower cost...yet with the same 
resin-impregnated overlaid surface...the same resistance to 
wear, weather and water...the same defiance to grain-raise 
and checking. The new special purpose core and back of “‘C” 
grade veneers...and a single-sided overlay on a solid face... 
make a new low cost possible. Also available with overlay 
on both sides at comparable low cost. We call it Special 
HARBORITE, and you'll call it wonderful! 


NOW AVAILABLE IN 2 craves: 









HARBORITE 


YOU KNOW IT AS “HARBORITE”...the original overlaid 
fir plywood...the leader of its field. Now we're calling it 
HARBORITE Super-Grade. You've probably always called it 
“super”, because it’s the finest marine grade plywood...the 
core is ali ‘B” grade veneers or better...PLUS tough, abrasion- 
resistant overlaid facings on two sides. HARBORITE Super-Grade 
is recommended for all building, marine and industrial uses 
that require a flawless solid wood core! 


FAMOUS 
MARINE GRADE 


Overlay with 
solid wood core! 


Available in standard and special sizes and thicknesses. Also special sizes in lapped and vertical grooved siding. 


Sales offices and warehouse stocks in: 


ABERDEEN-ATLANTA~CHICAGO- CINCINNATI: 


HOUSTON: INDIANAPOLIS - JACKSONVILLE 




















DOES THE JOB BETTER 
.-- LASTS LONGER! 









From the 
Royal Family 
of Plywoods! 










HARBOR 


PLYWOOD CORPORATION 





Aberdeen, 
Washington 

















Biggest ad campaign...for bigger sales! 


HARBORITE 


nationally advertised in: 


ENGINEERING, HEAVY CONSTRUCTION 
Engineering News Record 
Architectural Forum 

Contractors & Engineers 


American Builder Boat & Equipment News 
Practical Builder Yachting 

Architectural Products Sea & Pacific Motor Boat 
SIGNS Pacific Work Boat 

Pacific Fisherman 





Work Sheds 
Concrete Forms 
Signs & Displays 
Boat Building 
Cabinets 

Garage Doors 
Fence Panels 
Roof Coverings 





Soffits Built-ins 
Gable Ends Doors 

Lapped Siding Partitions 
Flat Siding Flooring 
Outside Storage Store Fixtures 


Surf Boards 
Pattern Work 
Refrigerators 
Chemical Tanks 
Die Blocks 
Work Tables 
Shelving 
Bakery Racks 


Board and Batten Siding 
NEW USES REPORTED EVERY DAY! 


Sold at Leading Lumber Dealers 








LOS ANGELES: SAN FRANCISCO~ SEATTLE > TAMPA other major cities 


Construction Methods 
Construction Equipment 
Progressive Architecture 
Architectural Record 
PF-Magazine of Prefabrication 


ARCHITECTURAL, LIGHT CONSTRUCTION 
House & Home 
Arts & Architecture 


MAIL THIS 
COUPON TODAY! 


Signs of the Times 
American City 
Traffic Engineering 
Public Works 
BOATING 

Rudder 

Motor Boating 
Outboard 


HARBOR PLYWOOD CORPORATION 
Aberdeen, Washington 

| want to know all about: (check one or both) © 
C Special HARBORITE (1) HARBORITE Super-Grade 


Name 


pegs 


Southern Fisherman 
Marine Digest 
Boating Industry 


OUTDOOR SPORTS 
Sports Afield 
Outdoor Life 
Field & Stream 






1-SB 


‘ 
& 
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Firm 





Address_ 





City a 


Zone__State__ 


957, HARBOR PLYWOOD CORPORATION 














IMAGINE— 
Time -Ji t-te (4 4 


1000 feet 
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GALVANIZED MASONRY REINFORCEMENT 





slash warehouse space and handling costs while you multiply 
sales with this new type galvanized masonry reinforcement 


That’s right. Each roll of KEY-WALL has 150 
ft., yet it weighs so little you can handle a roll 
with one hand. It’s easy to stack; easy to handle. 
Galvanized, it needs no protection from the 
weather on the job. 

Just think what this means to you in space saved 
in the warehouse; on the truck; on the job. Think 
how handling costs are slashed all along the job. 
Yet, it’s so economical that architects are specify- 
ing it in every course to get the full benefits that 


FREE SAMPLE AND TEST REPORT A a 


Keystone Steel & Wire Company 
Peoria 7, Illinois 
Please rush me complete information on KEY-WALL. 


Name____ 





Firm re eee 





Street a 





City 


Zone State 








masonry reinforcement gives. That should mul- 
tiply your masonry reinforcement sales. 

It’s so easy to use that masons prefer it. 

Its been tested and proved by the Research 
Foundation, University of Toledo. Leading archi- 
tects and builders are specifying and using it in 
important buildings. 

If you have not investigated this important new 
development, it will pay to get all the facts 
NOW. 











_ BY HEAVEN 
BUT THINGS 
LOOK GOOD 
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Model 681 


available 
through your 


distributor 


Members of the famous 





Starline family of Door 
Hardware. AND SALES 
are growing every year. 
So cash in. See your 


Model 1068D distributor now. 


Cannon Ball Track and 
Self-Oiling Hangers are 
Guaranteed for the Life of 
the Building. Doors 


We at GARDNER ASPHALT are anticipating a ciways wetk emooth and 


mighty fine year in 1957. We hope it’s a good one 
for you, too! One thing sure .. . if you stock GARD- 
NER products, your business year will be good. | 


easy. Ask your distributor. 





~ INTERMEDIATE BRACKET ——, 


As the traditional new year’s baby makes its annual 
debut, we’d like to introduce our own new baby... 
TIMBERTOX WOOD PRESERVATIVE. Write for 
details today! 


GARDNER PRODUCTS 


Roofing Felt 20# Red Building Paper 25# Slaters Felt 


Roof Coating Concrete Primer Aluminum Roofing Coating 
SELF-CLEANING 


DOOR TRACK 


Aluminum Paint Foundation Coating Blind Nailing Cement Copyright 1957 Starline, Inc. 
Roof Cement Asphalt Paint 


GARDNER ASPHALT PRODUCTS CO. 


P. O. Box 5775 Tampa 5, Fla. 
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The symbol 
of quality 
gold... an” este Lifeguard 


No Excuse For Hiding Your Siding 


and sell 


The symbol | BAKED -ENAMEL 


of QUALITY ; : 1 ALUMINUM 


REDWOOD 


Real symbols of quality 

are earned not just coined. 
For nearly three quarters 

of a century, Union Lumber 
Company has been making 
“quality” its watchword in 
producing Redwood. Today, 
with its timber supply 
perpetuated by scientific 
tree farming and newly 
modernized plant and 
equipment —tops in the 
industry, its trademark 
“NOYO" is earning its 
spurs as the symbol of 
Quality Redwood among 
Retail Dealers throughout pe 
the nation. ; e 


° Certified Dry | 
° Vertical — ; | 5 “Dealer Right” features for 
* Precision Milled — SALES, SATISFACTION and PROFITS 


The most desirable 
properties fulfill : 

expectations when Noyo : Top Quality Product ? 
Redwood gets the call. | . “Dealer-Right” Service and Packaging 
MIXED CARS . Hard-Hitting Sales Aids 

Careful, efficient service | National Advertisin 

says “thank you” for your | . ’ 9 

order and keeps true . Complete Application Data and Help 
“once a Noyo Dealer— 
always.” 


























White, Gray, Yellow, 
available in Green, Pink, Blue, 
Brown-Glo, Green-Glo, Red-Glo 


CALL, WRITE OR WIRE 


Union Lumber COMPANY Lifeguard 2425 cir Ave 


INDUSTRIES, INC. CApito! 1-5224 


TREE FARMERS AND 
MANUFACTURERS 

LIFEGUARD INDUSTRIES, INC. 
FORT BRAGG 2425 Gilbert Ave., Cincinnati 6, Ohio 
CALIFORNIA Gentlemen: | am a dealer distributor 
San Francisco | Please send details on your Aluminum Siding 


Los Angeles NAME 
Park Ridge, ill. ADDRESS 
SALES REPRESENTATIVES 
New York este ZONE STATE 


THROUGHOUT THE NATION 
Member California Redwood Association | ey Pama Fo Feb. 24-27 
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Mail coupon today for new, compact 


Weldwood Adhesives Center 
Sets you up as glue-it-yourself headquarters 


Here at last is a wonderful new way to sell glue. The Weldwood Adhesives Center displays a well-bal- 
Sell it faster! Sell more of it! Sell it more profitably! anced stock of every retail size, of every type of glue 
Carry less inventory! Yet without wasting a single inch you need to carry—in just 4% square feet of floor 
of high traffic display or counter space. And save your space. Simply set it up where people can see it. Then 
salesmen’s time, besides! watch it sell without help from your salesmen. 


“Self Service” Glue Selector Chart saves your salesmen’s time. 


It's an important feature of the Weldwood Adhesives Cen- _ Selection is practically automatic. It’s like adding another 
ter. Enables your customers to select, at a glance, the right salesman, because it frees your own salesmen for other 
glue, in the right size for his needs. Answers all questions. | work. Even the prices are specified on the display. 
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mums Here’s what you get by mailing coupon today: 


Size Retail Price Quantity Size Retail Price Quantity 

i ee ae: 
Weldwood Plastic Resin Glue 8 oz. 65 12 Weldwood Presto-Set® Glue 3% oz. 9 12 

1 Ib. 95 6 9% oz. 99 6 
Pint 1.79 6 
% pint 1.00 12 
1 pint 3.10 6 
1 quart 4.90 2 
Weldwood® Contact Cement 3 oz. 70 12 TOTAL RETAIL VALUE 143.44 

Pint 1.45 8 Your cost (at regular discount) 9.94 

Quart 2.45 6 Special price on display unit (value: $40) 9.95 99.89 


Your profit $43.55 





% oz. 29 24 Weldwood Waterproof 
1% oz. 40 24 Resorcinol Glue 
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much less space! 


F Weld wood! Adhesives Center 


Stocks and displays your com- 
plete glue department in 4% 
square feet of floor space. So 
complete you need no other types 
of glues. Recessed lighting. 





“Self Service’ 
Glue Selector 
Chart 











In one merchandiser—a balanced 
stock of the four basic adhesives 
in the best selling sizes. Holds “a 
Weldwood Glue for every pur- 
pose.” Literally makes your store 
glue-it-yourself headquarters. 


The famous Weldwood Wizard 
quickly identifies Weldwood 
Glues, nationally advertised in: 
Saturday Evening Post Living 
Better Homes & Gardens Sunset 
American Home Hobby Books, etc. 








' on Now g UNITED STATES PLYWOOD CORPORATION 
al pt _ ee I Dept. SBS1-7G, 55 West 44th Street, New York 36, N. Y. 
a « Rush my Weldwood Adhesives Center, complete with assortment 
t described on facing page, at special price of $99.89, delivered. 





for your fully stocked inioay 
Weldwood Adhesives Center 





ADDRESS 


i 
| ee 
i 
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CASH IN Fustohoice of 


ON THE DEMAND __ builders from 
for Dur-O-waL = ©88t to Coast: 


in 



































Butt weld Dur-O-wal lies flat in 
the mortar bed .... handles fast 
..++ provides crack control for 
every type of masonry wall. 


6 Glaaens why FOUNDATION 
Dealers Stock Dur-O-wal 
VENTILATORS 








e Dur-O-waL is called for by name 


° ° Why are Lo Man Co Foundation Ventilators the 
e Architects specify Dur-O-waL choice of more builders each day? Because they are 
: - an attractive, new improved and construction- 
e Dur-O-waL is an engineered product tested design. . . They are made of die-cast alumi- 
num —— and are far stronger than sand-cast 
. : scrap aluminum units already on the market .. . 
e Dur-O-waL is a quality product they will not rust or deteriorate . . . they’re faster 
and easier to install . . . they’re available in four 
e Dur-O-waL has a fast turn-over models—all one standard 8”x16” size, with or with- 
out screens and shutters . . . they’re completely ap- 
proved by FHA and Public Housing authorities. 
For quality and economy, for proper ventilation 
and life-time service—your best buy is Lo Man Co 
Foundation Ventilators. 


Tr ussed Design Ask your jobber or write today for complete information. 
Butt Weld © Deformed Rods 


e Dur-O-waL is easy to handle 





ONE STANDARD 8” x 16” SIZE 


se s 4 Models Available 
No. A110 Aluminum Ventilator GraTE only—provides 104" 
® of free area. 
No. A20 Aluminum Ventilator GRATE with 8x8 mesh 


ScREEN— provides 83.2" of free area. 


No. A30 Aluminum Ventilator GRATE with 8x8 mesh 
ScrREEN, and aluminum SHUTTER. 83.2" of free area. 


the Backbone of Steel No. A30A Some 20 Be. "aside aa galvanized metal shut- 
for EVERY masonry wall 


Phone, wire, or write Dept. 5B | ren 

















America’s Largest Exclusive Louver Manufacturer 


3 
for the name of your nearest distributor — 
Dur-O-wal Div., Cedar Rapids Block Co., CEDAR RAPIDS, IA. Dur-O-wal Prod., 
inc., Box 628, SYRACUSE, N.Y. Dur-O-wol of Ill., 119 N. River St., AURORA, ILL. 
Dur-O-wal Prod. of Ala., Inc., Box 5446, BIRMINGHAM, ALA. Dur-O-wal MANUFACTURING & SUPPLY CO 
e 


Prod., Inc., 4500 E. Lombard St., BALTIMORE, MD. Dur-O-wal Div., Frontier Mfg. 
Co., Box 49, PHOENIX, ARIZ. Dur-O-wal, Inc., 165 Utah St., TOLEDO, OHIO 3603-SB WOODDALE AVE. e MINNEAPOLIS, MINNESOTA 
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and you'll choose 
TRUSCON ALUMINUM JALOUSIES 
AND AWNING WINDOWS 


Only the world’s most experienced metal- 
window maker could bring you quality like this. 
If you’ve been disappointed in aluminum win- 
dows in the past... if construction and features 
seemed poor... by all means look into Truscon’s 


new lines. 


Here’s deep-down quality you'll be proud to 
sell. Outstanding design. Superior features. All 
backed by the biggest name in building products, 
Truscon Steel Division of Republic Steel. 


All aluminum windows are not alike. Neither 
are manufacturer policies. Get the Truscon Steel 
deal. As a Truscon dealer, you get full-time fac- 
tory backing ... unsurpassed warehouse service 
... liberal dealer co-op advertising ... national 
advertising support .. . the prestige of a big 
respected name. You get a chance to make 
money. For all the facts, rush coupon below. 


TRUSCON STEEL DIVISION 
; REPUBLIC STEEL CORPORATION 
— 1050 Albert Street, Youngstown 1, Ohio 


TRUSCON STEEL DIVISION | |. | | 
ike more facts about the Truscon Steel deal on: 
R E Pp U a L i] C ST E ¢ L a" 0 Jalousies 0 Awning Windows D Both 


GRUSCON i ; 
gone YOUNGSTOWN 1, OHIO Name Title 
Firm . 
A NAME YOU CAN BUILD ON tilt 
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With Reflective Kimsul 
Insulation our electric 


service costs less! 


The residence of Mr. and Mrs. E. R. Pierce of Jonesboro, Tennessee, has 
2,050 sq. ft. of living area plus a full basement, all electrically heated and 
air conditioned. Side walls and overhead have reflective Kimsul Insulation. 


ie OWNERS of this modern residence enjoy the comfort of year-round 
controlled temperature with clean, electric heat in winter and air con- 


ditioning in summer. They make full use of the following e/ectric appliances: 
stove, refrigerator, food freezer, mangle iron, television, dish-washer, an 
84-gallon water heater, automatic washer, radio, and several other small 
appliances. Yet, with all these ‘‘electric servants,” their utility bill is less 
than $300.00 per year. 

The Pierces well know the value of reflective Kimsul Insulation. Kimsul 
660 in the side walls and Kimsul 880 in the overhead of this house has 
resulted in highly efficient heating performance. Other homes in the same 
area spend almost as much on heat alone as the Pierces do for heat plus all 
their electrical services. 

Kimsul is winning architectural, builder, and owner acceptance every- 
where. It combines three highly efficient heat loss and heat gain barriers, 
air space, reflective foil, and multiple layers of cellulose fibre, into one 
complete insulation. 

In addition, Kimsul has plenty of do-it-yourself appeal. It is easy to 
measure, cut, and install. And it’s compressed to save you storage space. 
The Kimsul line lets you offer premium quality insulation in a// price 
categories and makes insulation a much more profitable item for you. 
Write today for price schedules. Consult the yellow pages in your phone 
book for Kimsul distributors in your area. 


A PRODUCT OF 


Kimberly Clark 


INSULATION 


Kimberly-Clark Corp., Neenah, Wis. Kimsul 660 “Economy” Kimsul 880 "Special” Kimsul 1000 “Super” 
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Store remodeling 
Ups sales 40 





»» Six months after remodeling 
and expansion of display and sales 
floor space, the Jefson Lumber 
Company in Fort Worth, Texas, 
enjoys a 40-per-cent increase in 
cash sales to drop-in trade. This 
includes a substantial increase in 
cash sales to women. 

Traffic seemed to expand auto- 
matically after more space was 
provided to accommodate that 
traffic, with more plate-glass win- 
dows in the front to permit visual 
shopping. 





i. 


Vice - President and General 
Manager Paul Truitt is possibly 
most surprised, however, by the 
sharp increase in the sale of nails 
since the nail bin was moved from 
the rear to a prominent position 
on the sales floor. Nail sales by 
Jefson are up 50 per cent. 

“It is amazing, the nails we 
sell now compared with what we 
used to sell,” Truitt commented 
‘‘People who stop in for something 
else see the nails and this reminds 
them they need nails. Moving the 


SOOTHE RINT 
BUILDING 
SUPPLIES 


JANUARY, 1957 


With an investment of $7,000, the 
Jefson Lumber Company in_ Fort 
Worth more than doubled its store 
and office space and modernized it for 
greater drop-in trade and impulse sell- 
ing. The added area is to right of pylon 
in picture above. It includes several 
new lines and departments as seen be- 
low. After nail display bin was moved 
to a prominent spot, nail sales jumped 
50 per cent and employees began 
keeping area clear of scattered nails. 
Air-conditioning and fluorescent light- 
ing add to comfort of personnel and 
patrons alike. 

















ote N 


OPERATION 
STORE 
IMPROVEMENT 

FOR 


EASIER 
SELLING 




















nail bin into the sales room has 
also eliminated a _ considerable 
waste in nails. 

“Nails of all sizes stayed scat- 
tered at the base of the bin when 
the nails were at the back of our 
store. Instead of being picked up 
and sorted, these were swept out. 
Now, our employees take pride 
in appearance of the sales room 
and when a nail falls out on the 
floor it is picked up and properly 
binned.” 

Truitt is well pleased with gen- 
eral results since the company 
occupied the expanded quarters 
last June. He said Jefson’s Opera- 
tion Store Improvement cost $7,000. 
Sales-floor space previously totaled 
1,000 square feet, including a small 
lobby. Floor space was more than 
doubled by the addition of 1,350 


+E 

















The enlarged paint de- 
partment occupies al- 
most as much space as 
Jefson had for all sales 
and display purposes 
before modernization. 
The well-stoeked island 
displays and wall shelves 
offer full lines of ready- 
mixed and custom- 
blended Devoe paints, 
above. At right, Man- 
ager Paul Truitt dem- 
onstrates gimmick that 
builds traffic by amus- 
o Patrons 

in family and 
friends to see “South 
American Mongoose.” 
Most people lean over 
close, pull pin _ that 
holds lid spring. Then 
the lid flies open and 
observer gets face 
brushed by squirrel tail. 


square feet. These figures refer 
specifically to sales space and ex- 
clude private and general offices. 

“We didn’t intend to spend as 
much as $7,000,” Truitt recalled. 
“But as we got further and further 
into the project, we found that 
one thing led to another. We had 
to have new desks, five more tons 
of air-conditioning equipment, new 
lighting, and a speaker system 
for communication. But at the rate 
our sales volume has responded, 
the investment was entirely justi- 
fied. 

“This is a heavily populated 


SOUTHERN 


residential and home-owner area 
with much fringe industrial devel- 
opment. We moved here from the 
other side of Fort Worth in 1951. 
Without any special stimulation, 
our business had been growing 
steadily. But we decided we had 
better go after some of the Do-It- 
Yourself business which we had 
been neglecting. The decision ap- 
pears to have paid off, especially 
since the nearest competitor is 
several miles distant.” 

After completion of the Jefson 
Operation Store Improvement, sev- 
eral new, complete lines were add- 
ed — hardware, garden tools, and 
electrical wiring supplies. Much 
of the sales-room wall area was 
lined with perforated hardboard, 
and Truitt enthusiastically recom- 
mends Pegboard for the display 
of all manner of merchandise. 

Previous to and simultaneously 
with the remodeling, however, 
Jefson strengthened the retail 
sales staff. This dealer has three 
salesmen with seven, 15, and 20 
years of experience, respectively, 
in the lumber and building supply 
business. Truitt readily recognizes 
the personnel factor as significant 
and necessary for any increase in 
business, even with a remodeling 
program. 

One feature of the “new look” 
in this store is that the structural 
style of the pylon, shown in the 
exterior photograph, is preserved 
inside the building. The manu- 
facturer of the stone used proposed 
to provide the materials without 
cost, provided the interior would 
serve to display the three sizes 
in which stone is available. 

(See REMODELED STORE page 91) 
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Sliding glass doors will bring the 
dealer considerably more profit 
than he earns on selling brick 
and plaster for the same area of 
a house — or conventional win- 
dows and doors for the wall area. 
Draw drapes offer a choice of 
privacy or spaciousness. They 
also cut down substantially on 
heat loss at night in cold weather. 
Photo at left, courtesy of the 
Harrow Sliding Glass Door Co., 
Gardena, Calif. Photo below, 
courtesy of Daryl Products Corp., 
Miami, Fla. Photo of attractive 
sliding-door installation on our 
S-B-S cover, courtesy of T. V. 
Walker and Son, Inc., Burbank, 
Calif. 


Sliding Glass Doors open way to new profits 


» A rising star on the bright 
horizon of new home construction 
in the South and Southwest today 
is sliding glass doors. 

An S-B-S survey of building 
specialties stocked and sold by 
dealers in the 18 Southern and 
Southwestern states last spring 
revealed that 40 per cent were 
handling sliding glass doors. A 
recent spot check indicates that 
this figure now is nearer 50 per 
cent! 

Two factors are chiefly respon- 
sible for the phenomenal rise in 
sales for these doors in some areas. 
Better distribution by manufac- 
turers and wholesalers has lower- 
ed the price considerably by mak- 
ing them available to a wider 
market. 

The second reason is_ better 
merchandising on the part of 
aggressive dealers. These dealers 
realize that the some 68 square 
feet of wall area taken up by the 
popular eight-foot sliding glass 
door and screen brings in consid- 
erably more profit than the same 
wall area in brick and plaster. 

Almost every homebuyer today 
wants one or more sliding glass 
doors in his home, regardless of 
the architectural style. Homes 
with a period flavor in front often 
feature a sliding glass door lead- 
ing from a game room or family 
room to a patio in the rear. 

Initially popular in most South- 
ern and coastal states, sliding glass 
doors are in greatly-increasing 
demand even in_ north-central 


states, manufacturers report. Fam- 
ilies enjoy snow scenes from the 
warm interior side of walls and 
doors made of insulating glass. 

To assure greater customer sat- 
isfaction, the dealer should point 
out to the home-owner that lined, 
full-length draw drapes add great- 
ly to the savings of fuel in winter: 
Actually drapes need be drawn 
only at night, when the tempera 
ture drops, so that the daytime 
value of the outdoor view is not 
lost. 

When such full drapes are 
drawn, a barrier is set up between 
the warm air and the glass. 

Tests show that on sunny winte! 
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days, sunlight streaming through 
large glass areas actually lessens 
the amount of artificial heat re- 
quired! 

The great post-war emphasis on 
more casual living and bringing 
the outdoors into the home makes 
the sliding glass door one of the 
most functional components in a 
house. 

Builders report that many cou- 
ples starting their first home have 
expressed willingness to sacrifice 
in some other part of the house 
in order to have a sliding glass 
door in a living room, den, or 
family room. 

Frank O. Battle, estimator for 
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the Williams Brothers Lumber 
Company in Atlanta, Georgia, fig- 
ured that some 25 per cent of all 
house plans crossing his desk for 
material estimates call for at least 
one sliding glass door. His firm 
started selling sliding glass doors 
only nine months ago, yet has 
averaged three a week ever since, 
without advertising or special 
promotion. 

Perhaps the greatest potential 
market is promoting these doors 
for other rooms in the house. Doors 
leading from bedrooms and dining 
rooms are popular in Florida and 
California. 

A family in a mid-South city 
has a home with nearly 100 lineal 
feet of sliding glass doors—leading 
from nearly every room in the 
house! The master bedroom, on a 





Are You Selling 


your share of the screened 
ventilators for house founda- 
tions, gables, and attics? Are 
you including enough in the 
houses you build — for ade- 
quate weatherproofing? Be 
sure to read the S-B-S prod- 
uct merchandising article next 
month! 











second-story level, featured a slid- 
ing glass door opening to a bal- 
cony. 

These doors have even made 
their way into office and institu- 
tional buildings. 

In pushing these doors to spec- 
ulative builders and for subdivi- 
sion homes, stress one of the sliding 


glass door’s best selling points: 
they make any small home seem 
larger. A sliding glass door open- 
ing to a patio can multiply the 
number of guests for an “open 
house” or cocktail party in fair 
weather. Opening to a screened 
porch, these doors can appear to 
double a small living room’s floor 
space. 

Still relatively new in the build- 
ing material field, the sliding glass 
door industry has set extremely 
high standards for itself early in 
the game. 

Most of these doors are made 
of aluminum. They feature high 
quality weatherstripping, screens, 
and hardware. They come in a 
wide variety of sizes with com- 
binations of operating and fixed 
lights. 





Nail-Glued Trusses Simplify Construction of Residential Hip Roofs 


HIP ROOFS can now be built with 
nail-glued trusses by this design 
system that has just been released 
by the University of Illinois Small 
Homes Council. The truss — for 
a 3-in-12-inch slope — is the new- 
est truss design utilizing the nail- 
glued technique developed by the 
council and Purdue University. 
Directions for building the trus- 
ses for spans of 21 feet to 29 feet 
are presented in an _ instruction 
sheet prepared by Howard E. Mc- 
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Call and James T. Lendrum, archi- 
tects on the Small Homes Council 
staff. It shows the geometry of the 
trusses and complete details for 
assembling them. The design sheet 
is available for 25 cents from the 
Small Homes Council, Mumford 
House, University of Illinois, Ur- 
bana, II. 

Hip roofs are popular because 
they make a house look low. But 
they are difficult to build by con- 
ventional roof-framing methods 


and they require experienced men. 

Up until now, trusses have sel- 
dom been used for this type of 
roof. The University of Illinois 
truss system uses flat-top trusses, 
which are spaced two feet on cen- 
ter. It eliminates terminal truss 
supports and jack rafters used in 
conventional hip-roof construction. 

The trusses have been tested not 
only in the laboratory but also 
under long-term load and in the 
field by a builder. 
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‘Help Salesman Improve Himself 


Is Key to Bigger Sales Volume 


»» At a dinner sponsored by the 
Baltimore Chamber of Commerce 
last spring, Raymond E. Boulay, 
salesman of the Harbor Sales 
Company, Inc., Baltimore, Mary- 
land, won the industry’s “Oscar” 
for outstanding achievement in 
the profession of selling. 

It was the third time in a row 
that the coveted “Victor,” a gold 
statuette, was presented by the 
National Sales Executives in Bal- 
timore to a Harbor salesman. It 
brings national prestige in recog- 
nition of creative selling and mer- 
chandising ability to both sales- 
man and his company. 

This Victor award is based on 
a monthly scoring plan that meas- 
ures effective sales techniques, 
personal and business habits and 
qualities, as well as civic con- 
sciousness in customer and busi- 
ness relations. It serves as a tre- 
mendous stimulus to a sales staff 
to improve themselves. 

These three awards are just one 
manifestation of the success of the 
self-improvement sales_ training 
program of the Harbor Sales Com- 
pany, conducted under the guid- 


ance of Don K. Covington Jr., 
sales manager. 

His program includes a forum 
for the open discussion of sales- 
men’s problems; monthly reports 
to individual salesmen; conferences 
to pinpoint and analyze a sales- 
man’s performance record in items 
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as well as complete lines, and a 

daily graphing of a wall chart. 

The chart covers products, sales- 

men, monthly goals, and actual 

sales per salesman and region over 
12-month period. 

“Our entire effort has been built 
around helping our _ individual 
salesman improve himself,” Cov- 
ington said. ‘‘When we talk to our 
salesman at a conference or in 
a training class, we attempt to 
bring to life an understanding and 
analysis of his individual success 
or shortcomings. It is not just what 
he is doing wrong — but his good 
selling techniques, too — that we 


At the Harbor Sales Company, 
Inc., in Baltimore, Md., Sales 
Manager Don K. Covington Jr. 
helps each individual salesman 
improve himself. In photo above, 
Covington goes over a salesman’s 
record with him as it is charted 
on the company’s sales analysis 
board. The chart shows the com- 
pany’s record by products, sales- 
men, monthly goals, and actual 
sales for each man and region 
over a 12-month period. At left, 
Raymond E. Boulay, Harbor 
salesman, receives the National 
Sales Executives’ “Victor” award 
for best performance during 
year in the Baltimore area, 





want to come to light. 
“Management has stepped aside 
as moderator of these forums and 
lets salesmen serve as conference 
chairmen,” Covington continued. 
“We urge salesmen to get up and 
tell their difficulties and explain 
success, so that they can learn 
from each other. And we invite 
friendly criticism of management!”’ 
Proof of the recognition by Har- 
bor salesmen that management 
wants them to fully realize their 
own potentialities lies in the sales- 
men’s request occasionally for an 


individual conference to talk over 
performance. 

There is no turnover of person- 
nel at Harbor — the salesmen stay. 
These jobbers have an annual sales 
volume of approximately $8,000,- 
000 and a sales staff of 20. 

The Harbor Sales Company de- 
votes the last Friday of each month 
to its perpetual sales training pro- 
gram. In the morning, individual 
conferences are held with the dif- 
ferent department heads. In the 
afternoon the entire sales force 
gets a review of market changes, 


SOHN MANDILLE 


program changes establishing new 
goals for the coming month, new 
developments around one com- 
modity or product, and features 
of an old or new product. A manu- 
facturer’s representative partici- 
pates in the discussion frequently. 
A single product or line is made 
the topic for discussion on the basis 
of weak sales spots as revealed 
by the wall graph. A round-table 
discussion follows in which not 
only the features are presented 
but the benefits of these features 
(See SALES TRAINING page 84) 


Name-Brand Signs in Color Decorate Wholesaler’s Warehouse 


THE COLORFUL SIGNS on the 
wall of the warehouse of the 
Dealers Warehouse Corporation— 
showing the products distributed 
by this Knoxville, Tennessee, 
wholesaling firm—have attracted 
many favorable comments among 
several segments of the industry. 

Unlike mere listing of products 
and brands, which may or may 
not hold the reader’s attention, 
these brand-name signs have been 
attached in their most recogniz- 
able trade-mark style and color. 
They are arranged with enough 
space between for each to be easi- 
ly read. The height of the wall 


he 


display runs from 18 to 20 feet. 
It is about 40 feet long. 
Manager William S. Arnett even 
gave careful thought to balancing 
color and design. The center of 
the display is a large yellow oval, 
painted on the warehouse wall, 
featuring the firm’s motto: “The 
Warehouse of Quality Products.” 
Many of the signs are red, 
making the contrast as_ bright 
as possible. The Malarkey, Skil, 
U. S. Steel, Heatilator, Armstrong, 
Bostitch, R. O. W., Wheeling, and 
Nichols Never-Stain signs have 
bright red backgrounds for let- 
tering. The background for the 


large “Dealers Warehouse Corp. 
— Wholesale Building Materials” 
sign at right, on the adjacent wall, 
also is red. 

Weight and design also were 
considered—the single-word, hori- 
zontal signs of Upson and Zegers 
balance, as does the Armstrong 
against Bostitch, Orangeburg 
against Columbia - matic, and 
Johns-Manville against U. S. Gyp- 
sum. 

Bill Arnett said: “We have had 
literally hundreds of fine compli- 
ments on this sign by both our 
dealer customers and _ salesmen 
calling on us.” 
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When you straighten up from a bent-over posi- 
tion, the strain on muscles, vertebrae, ligaments, 
and discs in the back can amount to more than 
a quarter of a ton! If you lift with your back at 
the same time, the weight of the object is multi- 
plied by 15 times or more. To work without strain- 
ing, you should lift with leg muscles instead of 
the back; balance weights lifted; sit straight at 
desk or typewriter. 


HOW TO WORK 
without straining 


. -. Your muscles, that is. 
Whether you’ve suffered from a 

pulled muscle, sprain, “Charley 

horse,” or a backache, chances are 


























Safe Lifting Methods 


1. Inspect load to make sure 
you can handle it yourself and 
decide the best way to grasp it. 

2. Get a firm footing close to 
the object to be lifted; space feet 
the length of a shoe apart for 
balance. 

3. Bend knees and crouch 
down to the object. 

4. Keep the back almost verti- 
eal and feet apart. 

5. Get a good grip. 

6. Straighten knees slowly, 
rise, keeping load close to the 
body and directly over feet. 

7. Lower load just like you 
lifted it. 

8. Lift the load waist-high and 
rest it on a support, to get a 
better grip before raising it 
shoulder height. Bend the knees 
to give added power for the 
final lift. 

9. Rest frequently when car- 
rying load for a long time. A 
tired person is more subject to 
strain, sprain, tripping, and loss 
of balance. 

10. Stop; reduce the load by 
making more trips, or get help 
when you feel strain or pull. 

11. Grasp sacked material by 
diagonal corners and swing to 
one shoulder with a boost from 
the knee. 

12. Take care of muscular 
aches and pains immediately. 
Rest the muscle and use a reli- 
able external analgesic to relieve 
the pain. 
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you could have prevented it. Over 
250,000 workers — and who knows 
the thousands of housewives and 
white-collar people injure their 
muscles through bad work meth- 
ods each year. 

In time lost from work, the na- 
tional cost of such aches and pains 
is great. And in terms of personal 
anguish, only the common cold 
causes more general discomfort. 

Anybody who has ever suffered 
a sprained ankle knows how much 
pain can come from a ligament 
stretched too far. Anybody who 
has suffered from a “Charley 
horse” knows the pain of a muscle 
spasm. Anybody who has cracked 
his “funny bone” knows how pain 
radiates along a squeezed nerve. 

Everybody talks about pain, but 
no one is quite certain precisely 
what it is, where it is real, and 
where only psychically apparent. 
They do agree, at least, that it 
involves stimulation of the nerve 
which causes a contraction of the 
surrounding muscle tissue and 
blood vessels, thereby impeding 
circulation. Such impeded circula- 
tion increases pain and contraction 

Relief of pain can begin the 
healing process by relaxing the 
nerve and allowing the tissues to 
repair themselves. Primarily, of 
course, pain serves as a signal to 
alert us when tissue is damaged. 
Simple neuralgic and musculai 
pains can be relieved if we can 
reach their center. A new external 
analgesic gets directly to the source 
of pain — the nerves. Patted on 
the skin, Intracel is formulated to 
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soak through the skin and tissues 
and to penetrate to the nerves and 
relieve pain in minutes. This new 
absorption principle is said to de- 
liver pain-killing medication deep 
into the muscle tissues as effective- 
ly as by injection. 

But the best medicine, of course, 
is a dose of prevention—since we 
bring most muscular aches and 
pains on ourselves, both on and 
off the job. 

It's simple enough! Just think 
a moment about the way you are 
constructed. Your support and 
your movement are controlled by 
your skeleton, which is composed 
of bones and strong bands—called 
ligaments — that hold the body 
together at the joints. Muscles are 
extensively distributed over the 
skeleton to provide power for 
movement and to give form and 
substance to the extremities. Our 
muscles are attached to the bones 
with strong fibrous bands, tendons. 
This complex structure is given 
direction and set into motion by 
the nervous system. 

A magnificent body, supple and 
strong, can be trained to run a 
mile in four minutes, lift weights 
as heavy as 800 pounds, or jump 
higher than itself. 

But, oh, how we abuse it! We 
use our muscles — very often the 
wrong ones — when we should be 
using our brains. We let our mus- 
cles get out of condition, and then 
suddenly put them to strenuous 
use. 

The sedentary worker, who is 
(See WORK MINUS STRAIN page 84) 
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»» Sales planning is one of the 
most important management jobs 
for a lumber and building mate- 
rial dealer. The skill a dealer 
employs in forecasting his future 
sales will have a bearing on his 
operating expenses, on his stock 
investment, and on his net profit. 

Even though sales planning is 
important, it is difficult to foretell 
exactly what the future holds 
sales-wise. 

Yet, with a careful analysis of 
these factors, a lumber and build- 
ing material merchant can effec- 
tively estimate his sales. 

The best way to start a sales 
forecast is on the basis of planned 
annual sales. With the past year’s 
experience as a guide, the dealer 
first determines the amount he 
thinks his sales will increase or 
decrease during the coming year. 

To determine this, the first area 
to explore is any conditions out- 
side the business that will have 
an effect on sales. General busi- 
ness conditions based on the eco- 
nomic outlook will provide a clue 
for the future. Sales in general 
have shown an upward trend in 
recent years. How much do you 
think total business will increase 
next year? 

Stock supply is another outside 
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Factors to consider 
in Sales Planning 


Why it pays a dealer to set 
monthly sales goals to conquer 


By PAUL LOCKWOOD 


factor that should be considered. 
If shortages develop, sales activity 
will increase—but the lack of lum- 
ber and building materials may 
hold sales down. On the other 
hand, a surplus of lumber and 
building material will tend to hold 
the price down and may have an 
effect on dollar sales—even though 
unit sales remain about the same. 

International conflict will have 
its effect on sales of lumber 
and building materials. Unsettled 
world conditions may develop 
scare-buying and stock shortages. 
Peace, on the other hand, may 
bring about more settled condi- 
tions and will eliminate some of 
the strong swings of the sales 
curve caused by extensive build- 
ing activities. 

The general price level of lum- 
ber and building materials will 
have a bearing on your sales esti- 
mate. Higher prices will increase 
dollar sales volume and lower 
prices will decrease dollar sales 
even with the same number of 
unit sales. On the other hand, 
unit sales do not always increase 
or decrease with changes in the 
price level. Your own experience 
on this point will be your best 
guide for future planning. 

Conditions inside your lumber 


and building materials business 
will have a bearing on your 1957 
sales forecast. These factors can 
be more accurately forecast by 
the dealer because of his knowl- 
edge of local conditions and the 
internal control he has over his 
business. 

Changes in lines of building 
supplies handled will be reflected 
in your planned sales. New lines 
added to your stock should bring 
about larger sales volume. Dis- 
continued lines will tend to reduce 
total dollar sales. 

In both cases, however, some 
of the present volume will be 
transferred to the new line or 
concentrated in lines retained in 
stock. If the line added (or drop- 
ped) is unrelated to your regular 
stock, the amount of the shift in 
buying will be small. 

Your advertising and your sales 
promotion activities will greatly 
affect your planned sales for the 
next year. If you are planning to 
increase your advertising budget, 
you will probably anticipate more 
sales. 

If you have had a successful 
year with the development of a 
local building project, and feel 
that this will not be repeated this 
year, your sales budget should 
reflect this thinking. 

Policy changes will be another 

(See BUDGETING SALES page 92) 
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Dealer’s booth at state fair pays Dividends 


By BARON CREAGER 
Southwestern Editor 


»» For cumulative business and 
advertising that may be maintain- 
ed on a high level, booth participa- 
tion in a state or regional “fair” 
is highly recommended to retail 
lumber dealers by President Harry 
V. Balcom and staff members of 
the Bolinger Lumber and Supply 
Company, Inc., of Bossier City, 
Louisiana. For all practical pur- 
poses, Bossier City is part of the 
metropolitan area of Shreveport. 


The Wood-O-Rama exhibit of 
the Bolinger Lumber and Sup- 
ply Company of Bossier City, 
La., proved quite a hit at the 
recent State Fair in Shreveport. 
Seen above, the display featured 
120 species of lumber from all 
parts of the world. Visitors were 
asked to guess the age of the 
redwood log section seen in cen- 
ter. And two persons did: 1,111 
years! The display included 
molding samples — both grain 
and cross-section—as pointed out 
here by Bolinger’s Ed Summers. 


The two cities are geographically 
separated only by the Red river 

Bolinger staff members designed, 
built, and then manned an attrac- 
tive educational! and_ utilitarian 
booth during the Louisiana Staté 
Fair in Shreveport. There was no 
immediate surge of sales, but so 
much interest was generated that 
the investment was pronounced 
good. 

In labor and actual expense, the 
booth cost approximately $1,000, 
according to Balecom. However, the 
booth was designed to be taken 
apart and erected without great 
difficulty, with the principal ele- 
ments held together by bolts. 
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“At present the booth is erected 
in our warehouse, just as it ap- 
peared at the fair,’ said Balcom. 
“Its design and construction will 
permit it being moved about for 
display purposes whenever we 
choose. We have already gotten 
some sales results from this dis- 
play. 

“Attendance at our state fair 
was 500,000. It is quite probable 
that 250,000 people passed our 
booth and that 10 per cent of those 

or 25,000—were in the booth. A 
great number of these talked with 
members of our staff. 

“Many who were not even in 
the booth will remember our dis- 











play and our name. We recommend 
such a display and such procedure 
to anyone in the retail lumber busi- 
ness.”’ 

Balcom admits to conception of 
the original idea for the display, 
but gives most of the credit to 
others. Wallace Bolinger, a mem- 
ber of the firm who is also a 
forester and an artist, did the de- 
sign in detail. 

Ed Summers, member of the 
Bolinger firm and salesman, did 
most of the finish work. Summers 
is as much sold on the power of 
a booth display as is Balcom, as 
a result of a sales experience. 

“Before the fair and our dis- 
play, I spent several hours discus- 
sing and inspecting various panel- 
ing with a man and his wife,” 
Summers relates. “At the end of 
this session, they bought 2,200 feet 
of paneling. When the sale had 
been completed, they told me how 
they happened to come to our firm. 

“They came to us because they 
remembered our panel displays 
at a home show back in 1949 
seven years before! That was not 
a display to be compared with 
this booth, but it was sufficient to 
establish our name with this cou- 
ple.” 

Since wood paneling is a spe- 
cialty of the Bolinger Lumber and 
Supply Company, paneling was 
the principal feature of the fair 
booth. Paneling displayed in the 
booth came from five different 
sources of supply. 

This lumber dealer’s booth dis- 
played a total of 120 species of 
wood from many different coun- 
tries and climates. 

“State fair officials told us our 
booth was the most outstanding 
commercial display of all,” Bal- 
com reported. 

Another feature of the display 
was a guessing contest on the age 
of a section of redwood log. A $25 
merchandise prize was offered for 
the closest guess. Registration 
blanks were provided for this pur- 
pose, but the registration slips were 
not later used in promotion of any 
character. 

A total of 5,713 persons regis- 
tered guesses on age of the red- 
wood. Some spent hours counting 
age rings with magnifying glasses 
—and guesses ranged from 100 
years to 2% millions of years. 

The age of the log, as determin- 
ed by foresters, was 1,111 years. 
There were two exactly correct 
guesses. A 10-year-old boy and 
an adult male tied for first prize. 
Each was given a $25 merchandise 
prize! 
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— helps dealers sell 
surplus stocks and find needed items 


On November 14, 1955, Ken 
Milliken, executive vice-president 
of the Southwestern Lumbermen’s 
Association in Kansas City, an- 
nounced a new way to help mem- 
bers move surplus or unwanted 
stocks by selling them to other 
dealers in the organization, thus 
giving brother members the ad- 
vantage of low-priced merchandise. 
Milliken called it the “Southwest- 
ern Trading Post.” 

With the attention-getting head 
reproduced above, the bulletin 
consists of several mimeographed 
pages listing unwanted merchan- 
dise under the dealer’s name and 
also listing equipment or merchan- 
dise that a dealer might want to 
buy. 

The idea was a big hit from the 
start and, as the Southwestern 
Trading Post enters its second 
year, it is proving one of the most 
popular of many SLA services. 
Free, of course, to association mem- 
bers in Arkansas, Kansas, Missouri, 
and Oklahoma, it is designed to 
free funds invested in items which 
may not be moving in a particular 
area or which for some reason 
become surplus merchandise. 

Previously, a lot of such mer- 
chandise remained on _ dealer’s 
shelves, tying up costly capital. 
But now the Trading Post makes 
it possible to convert small or 
large lots into cash for profitable 
merchandise. 

Ken Milliken told S-B-S that 
while the idea had met with 
tremendous success, one company 
in Kansas City had an amazing 
response. This was the Badger 
Lumber Co., which recently closed 
four of their five yards. 


Badger had so many building- 
material items that they couldn't 
list them all in the Trading Post, 
Milliken said. But they made an 
offer in one of the Trading Post 
bulletins to put any member deal- 
er on their mailing list that might 
be interested in the surplus mate- 
rial and equipment they had for 
sale. From this small offer they 
received a stock of requests al- 
most six inches thick—and _ sub- 
sequently disposed of practically 
all of the items to member dealers, 
Milliken said. 

Some sample Trading Post items 
consist of 200 stainless steel Yale 
Key-in-Knob Sets, among other 
things, offered by John Smith 
Lumber Co., Lawrence, Kan. 

The Robert Jones Lumber Co., 
Columbia, Mo., wanted to buy a 
used straddle carrier with 48, 54 
or 66-inch bolster size. 

The Big Jo Lumber Co., Guy- 
mon, Okla., had big surplus lots 
of stove, carriage and machine 
bolts, wood screws, and some door 
locks. 

The Trading Post is printed and 
sent out when a reasonable num- 
ber of items have been sent in. 
The rules ask that on a letter 
or post card the member-dealer 
send in the quantity of what he 
wants to sell or buy; complete 
description of the item; the price 
he is willing to ask f.o.b. yard, or 
indication that a reasonable offer 
will be accepted. 

Milliken has asked each dealer 
to review his copy of the Trading 
Post as soon as received to see if 
there is anything he might want 
and he is then urged to get in 
touch with the dealer direct. 
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Versatile Cottage Plan Features Insulating Siding 

















This inexpensive summer cottage featuring insulating siding is ideal for either 
mountainous country or the seashore. Plans are available from the Insulating 
Siding Assn., Glenview, IIl., for dealers to hand out to customers. The long living 
room, nearly 30’ x 12’, is ideal for games in the evening. It could include fold- 
down bunks for additional sleeping accommodations. A storage wall separates 
the large room from the bedroom. The bath is accessible from either bedroom 
or kitchen. It features a shower. Another storage wall separates the kitchen from 
the main room. For cooler climates, a fireplace is included. In warmer climates, 
the porch is screened in. 
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Use of Wood Siding in 
Random Widths Popular 


Gaining in favor is the new use 
of random-width wood bevel siding 
applied on house walls in prescribed 
rotations, reports John Reno, wood 
utilization engineer of the Pacific 
Lumber Co. 

Most favored rotation includes a 
full set of widths from 4” to 10” 
arranged with a piece of 5%” x 4” 
bevel siding as the first piece at 
the bottom, with the 6”, 8” and 10” 
following up in that order. The 
rotation is then started over again 
with another piece of %” x 4” 
and so on. 

Other arrangements use only two 
widths, like 4” and 8” for instance, 
alternating. Still others rotate three 
widths. 

This new idea helps to satisfy 
the craving for something new. In 
a large sub-division, the many com- 
binations of arrangements can give 
different appearances to houses of 
similar general lines. 

A practical consideration of the 
builder is that in mingling narrow 
widths with wide ones, he is re- 
ducing his average cost by including 
the lower-priced narrow widths. 

Use of random-width pieces in 
vertical board siding carries with 
t the same advantages as those 
enjoyed with random-width bevel 
iding. 


Your February S-B-S will bring you 
helpful information on new products 
for finishing wood siding and other 
building materials. Don’t miss it! 





PRODUCT BRIEFS 





FIBER SEWER PIPE. Cefco bitu- 
minized fiber sewer pipe now comes 
in two additional sizes — 3” and 6”. 
Plans are also underway to make 
a 2” pipe. All pipe meets the U. S. 
Department of Commerce Commer- 
cial Standard 115-54. Central Found- 
ry Co., Dept. SBS, Holt, Ala. 


2 
Write P-1 on coupon on page 59. 


ADJUSTABLE JACK POST. The 
Vari-Pést has been added to the 
building products line of the Gabriel 
Steel Co., Dept. SBS, 13700 Sher- 
wood Avenue, Detroit 12, Mich. The 
adjustable jack post consists of two 
steel tubes, one telescoping within 
the other, a top jack assembly, and 
a ring-and-pin locking device. It is 
available in various lengths for 
shoring up and supporting sagging 
floors. 

Write P-2 on coupon on page 59. 


CASEMENT WINDOW. A casement 
window unit has been added to the 
Crestline millwork line, made by 
the Silcrest Co., Dept. SBS, Wausau, 
Wis. The Crestline features either 
stationary or operating sash in sin- 
gle glazing or insulating glass. The 
complete unit includes all hardware, 
screen, glass, frame, sash, inside 
stops, weatherstrip, extension jambs, 
stool and mullion center trim. 
Write P-3 on coupon on page 59. 


GRIP-GUARD. Safety Research 
Corp., Dept. SBS, 811 East State 
Street, Sharon, Pa., offers a new 
safety tool for use with powered 
cutting tools. The Grip-Guard’s non- 
slip handle accommodates one or 
both hands although the unit weighs 
only 1% Ibs, 16” x 5” x %”, with 
solid aluminum base. This safety 
tool allows operator to maintain 
both accurate and safe control of 
material throughout cutting opera- 
tion. 

Write P-4 on coupon on page 59. 


OVERHEAD GARAGE DOOR. The 
Seven Won-Dor aluminum sectional 
overhead garage door features an 
embossed design in a_ luxurious 
leather-grain pattern that requires 
no painting. The door’s interlocking 
hinge runs the full width of the sec- 
tions for added rigidity. Sixteen 
nylon rollers assure easy operation. 
Windsor Door Co., Inc., Dept. SBS, 
2284 Jericho Turnpike, New Hyde 
Park, N. Y. 


Write P-5 on coupon on page 59. 


PLASTIC ‘BRICK’ Contempo is a 
durable vinyl-plastic panel with the 
appearance and texture of real 
brick. It is used where the attrac- 
tiveness of brick is desired but cost 
or weight is a prohibiting factor, 
such as interior planters or “brick” 
interior walls. Decro-Wall Corp., 
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Dept. SBS, 901 Nepperhan Avenue, 
Yonkers, N. Y. 
Write P-6 on coupon on page 59. 


METAL SPLASH BLOCK. The 
Monco galvanized metal splash block 
is tapered and grooved to permit 
gentle, rapid run-off of water from 
downspouts. The lightweight metal 
will take a lasting coat of paint. It 
measures 12” x 36”. New Monarch 
Machine and Stamping Co., Dept. 
SBS, Des Moines, Iowa. 


Write P-7 on coupon on page 59. 


LOUVERED FOLDING DOOR. Fe- 
nestra, Inc., Dept. SBS, 2250 East 
Grand Boulevard, Detroit 11, Mich., 
announces a new line of louvered 
folding steel closet doors. Panels 
are a full 1” deep, completely lou- 
vered for maximum ventilation in 
closed areas. Available in standard 
heights of 6’8” and 8’ widths, the 
doors are guaranteed not to sag, 
warp, or jump-track. 

Write P-8 on coupon on page 59. 





DO YOU WANT more in- 
formation on any of these 
new products? Mail the 
coupon on page 59. Fill 
in the product number 
shown with the item. 











NEW PLASTIC PATTERN. Marlite 
plastic-surfaced material for all work 
areas now comes in a new pattern 
— “Flax.” It comes in gray, green, 
coral, and blue-white. Marsh Wall 
Products, Inc., Dept. SBS, Dover, 
Ohio. 


Write P-9 on coupon on page 59. 


PORTABLE HEATERS. The Ameri- 
can Air Filter Co., Inc., Dept. SBS, 
215 Central Avenue, Louisville 8, 
Ky., offers safer operation and sim- 
pler controls in its 1957 line of 
Herman Nelson portable space heat- 
ers. The line includes both oil- and 
gasoline-fired units with capacities 
of 50,000 to 450,000 BTU per hour. 


Write P-10 on coupon on page 59. 


MASONRY BONDING AGENT. Per- 
magile is said to weld concrete, 
brick, cement and cinder block, tile, 
and other masonry products with a 
bond stronger than the joined mate- 
rial itself. The material is unaffected 
by aging or atmospheric conditions. 
Permagile Corp. of America, Dept. 
SBS, 37-23 Thirty-Third Street, Long 
Island City 1, N. Y. 

Write P-11 on coupon on page 59. 


WATER SYSTEMS. The Decatur 
Pump Co., Dept. SBS, Decatur, II1., 
announces seven factory-assembled 
Burks water systems. They include 
systems for shallow wells, systems 
adaptable to shallow or deep wells, 
and for deep wells to 90’ depth. 
Write P-12 on coupon on page 59. 


SPIRAL NAILS. The Ardox spiral 
nail, developed by a Canadian firm, 
is now being made in the United 
States by the Jones and Laughlin 
Steel Corp., Dept. SBS, 3 Gateway 
Center, Pittsburgh 30, Pa. Price re- 
duction and greater holding power 
are expected to boost Ardox sales 
in place of the common smooth 
shank nail. The nail is said to be 
easier to drive and reduces wood 
splitting. 

Write P-13 on coupon on page 59. 


SLIDING GLASS DOOR. The Pan- 
orama is an all-aluminum sliding 
glass doorwall designed specifically 
for the volume builder. Mass-pro- 
duced at low cost, the Panorama is 
said to have overcome the weather- 
proofing problems often found in 
low-cost sliding glass doors. Top and 
bottom rails and center interlocking 
stiles are weatherstripped with “sili- 
coated” mohair pile. Write Modern 
Specialties, Inc., Dept. SBS, Gardena, 
Calif. 

Write P-14 on coupon on page 59. 


BONDS CONCRETE. Tite-Crete is a 
polyvinyl acetate concentrate said to 
be capable of producing bonds to 
old concrete surfaces up to 10 times 
stronger than those made with plain 
cement mortars. It is especially val- 
uable when used in thin layer ap- 
plications of concrete, for repairing 
or resurfacing broken concrete sur- 
faces. Surface Engineering Co., Inc., 
Dept. SBS, Box 2273, Wichita 1, Kan. 


Write P-15 on coupon on page 59. 


WIND-UP CLOTHESLINE. Mount- 
ed out of sight inside a garage, 
basement, or other room, the Squar- 
Reel holds up to 50’ of ordinary 
clothes line under spring tension. 
The line is pulled through the wall 
and the free end anchored when in 
use for holding up clothes. Squar- 
Reel is sold in a kit, which anyone 
can install. Write Reelway Products 
Co., Dept. SBS, 214 Phoenix Build- 
ing, Minneapolis, Minn. 

Write P-16 on coupon on page 59. 


PERFORATED HARDBOARD 
HOOKS. Eight styles of hooks for 
hanging a variety of objects on per- 
forated hardboard now come pack- 
aged in black and yellow transparent 
“bubble” packs. A counter merchan- 
diser, 12” wide, 22144” high, and 61%” 
deep, holds six packages of each 
style hook and stands on its own 
wire base. Write Abacus, Inc., Dept. 
SBS, 933 N. Cicero Avenue, Chicago 
51, Ti. 

Write P-17 on coupon on page 59. 
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PRODUCT PARADE 





LIFT-TRUCK SERIES 


The Hyster Co., Dept. SBS, 2902 
N. E. Clackamas Street, Portland 8, 
Ore., has introduced a new series 
of lift trucks with capacities of 3,000 
pounds, 4,000 pounds, and_ 5,000 
pounds. 

These gasoline-powered Hyster 
models 30, 40, and 50 reflect current 
automotive trends typified by com- 
pact, close-to-ground _ silhouette, 
automobile-like controls, and faster 
speed. Other features are trunnion 
steer wheels, short over-all length, 
and the industry’s shortest turning 
radius. Load-lifting speed also is 
said to be faster. 

Optional features are power steer- 
ing, fluid torque converter drive, 
LP-gas_ installation, dual front 
wheels, overhead guard, and over 
100 attachments for performance of 
special duties. 

Write P-18 on coupon on page 59. 


ADHESIVES 


The Roddis Plywood Corp., Dept. 
SBS, Marshfield, Wis., announces a 
complete line of adhesives for home 
and industry. 


The Roddiscraft line includes 
waterproof, plastic urea resin, casein, 
contact cement, all-purpose, and 
polyvinyl white adhesives. They are 
all packaged in a variety of small 
sized containers for the retail indus- 
tries, as well as drums for industrial 
use. A squeeze bottle is provided 
for the all-purpose glue. 

Write P-19 on coupon on page 59. 


SLIDING GLASS DOORS 


The Capri Cadet aluminum sliding 
glass door is neither right-hand noi 
left-hand. New two-piece tension- 
mounted, interlocking stiles make 
the two-light units interchangeable, 
according to T. V. Walker and Son, 
Inc., Dept. SBS, P. O. Box 547, Bur- 
bank, Calif. 

This sliding door unit has wool 
pile weatherstripping to make it 
completely water- and weathertight 
at interlocking stiles and threshold. 
Simplicity with wrap-around glaz- 
ing assembly may be accomplished 
with equal ease by one man with no 
special training needed. Stiles and 
rails are identical and eliminate any 
confusion in glazing-assembly of the 
unit. 

The Capri Cadet comes in two- 
light style of 6’, 8’, or 10’ widths; 
three-light center slide style in 9’, 
12’, and 15’ widths; four-light center 
slide, double vent unobstructed 
opening in 12’ and 16’ widths. 

Write P-20 on coupon on page 59. 


“WIND-SEAL’ SHINGLES 


Bird and Son, Inc., Dept. SBS, East 
Walpole, Mass., announces Wind Seal 
shingles as a_ greater protection 
against hurricanes, tornadoes, and 
other weather hazards to roofing. 

These shingles are designed on 
the spot-welding principle. Wind 
Seals do not have a continuous line 
of adhesive but carefully spaced spot 
seals, 16 to each shingle. This is be- 
cause the continuous line retains 
moisture. The vented seals let mois- 
ture out, allowing the roof to 
“breathe.” 

Sun heat activates Bird’s special 
adhesive thermo-plastic and anchors 
each tab securely to the shingle be- 
neath it. These shingles can be ap- 
plied to roofs as flat as 2”-per-foot 
slope. 

Write P-21 on coupon on page 59. 
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VERSATILE WINDOW 


The Andersen Corp., Dept. SBS, 
Bayport, Minn., announces the Beau- 
ty-Line window, consisting of a fixed 
upper sash and awning-style lower 
sash in a narrow wood frame. 

The versatile new window comes 
in five sizes with three heights 
and two widths, to fit virtually 
any fenestration requirements. The 
heights include 3’3” for privacy use 
in bedrooms or kitchen sinks; 4’7” 
height for intermediary situations, 
and 5’8” height for a major view 
window in living or family rooms. 

A narrow meeting rail serves both 
as the lower rail of the window’s 
fixed sash and the receiving jamb 
for the operating sash. 

Write P-22 on coupon on page 59. 


PRE-FAB CHIMNEY, VENT 


The Van-Packer Co., Division of 
Flintkote Co., Dept. SBS, Bettendorf, 
Iowa, offers an all-fuel packaged 
masonry chimney and a packaged 
fire clay tile gas vent. 

The prefabricated masonry chim- 
ney is installed in three hours or 
less. 

Its safe and durable flue sections 
are made of %” fire clay tile liner, 
3” vermiculite-concrete insulating 
wall, and an asbestos-cement outer 
jacket. 

The gas vent is used with all gas- 
fired appliances, except incinerators, 





requiring 3” to 7” I. D. Flues. The 
flue sections are of 5%” fire clay tile 
with fluted outer edge, enclosed in an 
asbestos-cement outer jacket. 

Write P-23 on coupon on page 59. 


SLIDING GLASS DOOR 


The Sun Valley Sr. aluminum slid- 
ing glass door has a rigid, integral 
frame that makes preassembly and 
installation possible before installa- 
tion of the sash. The improved door 
is made by Sun Valley Industries, 
Dept. SBS, 8354 San Fernando Road, 
Sun Valley, Calif. 

A double mohair pile weather- 
stripping at interlocking stiles, mas- 
sive Lucite handle, adjustable header 
with continuous strips of mohair 
pile, and ball bearing rollers are 
other major improvements. 

Other changes include attachable 
fins for easy stucco or shingle in- 
stallations; moisture cup in track to 
halt condensation from flowing on- 
to floor; integral sill adapter and 
kick plate, and an adjustable strike 
on the jamb. 

Write P-24 on coupon on page 59. 


COMPACT ‘WORKSHOP’ 


A compact electric workshop offered 
by Burgess Vibrocrafters, Inc., per- 
forms a large number of workshop 
operations usually requiring sepa- 
rate tools. 

One built-in motor powers all 
operations. Other parts of the unit 


are sanding discs, drum_ sander, 
polishing bonnet, grinding wheel, 
buffing wheel, wire-brush wheel, 
drills, machine files, saber blades 
for wood, metal, and other mate- 
rials, and various types of jig saw 
blades. Suggested list price is $29.95. 


Write P-25 on coupon on page 59. 


GYPSUM AND STEEL WALL 


The United States Gypsum Co., Dept. 
SBS, 300 West Adams Street, Chi- 
cago 6, Ill., has developed a new 
drywall construction assembly for 
non-loadbearing and free-standing 
partitions. 

Called the Sheet Rock-Trussteel 
Stud Partition System, the walls 
consist of metal studs, attachment 
clips, metal runner tracks, stud 
shoes, %” Sheetrock wallboard, and 
a new U.S.G. product called Bax- 
bord. The partitions have a 45-min- 
ute fire-endurance rating. 

Baxbord, a 2’ x 8’ sheet, provides 
a low-cost base for lamination of the 
Sheetrock face layer. 

Write P-26 on coupon on page 59. 


COMBINED 
SASH 
BALANCE 


The Spiraflex 
pre-assembled 
combination sash 
balance develop- 
ed by the Cald- 
well Manufactur- 
ing Co., Dept. 
SBS, 64 Com- 
mercial Street, 
Rochester 14, 
N. Y., is now in 
full production. 

The unit com- 
bines a Spirex 
balance, which 
provides smooth, 
silent operation 
with little effort, 
and an alumi- 
num weatherstrip 
formed in one 
piece. Although 
enclosed for pro- 
tection, the bal- 
ance can be ad- 
justed after installation. 

Write P-27 on coupon on page 59. 
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SASH LOCK 


The National Lock Co., Dept. SBS, 
Rockford, IIl., has introduced the 
“4-D” sash lock that features an 
“exclusive” four-way closing action. 

It raises the top sash, lowers the 
bottom sash, and pulls both sash 
together in one operation. This clos- 
ing action assures positive weather- 


tight security for all double-hung 
windows. 

The 4-D lock is offered in steel, 
brass, or bronze — with bright and 
dull finishes. 

Write P-28 on coupon on page 59. 


WINDOW WALL 


The Albritton Engineering Corp., 
Dept. SBS, 2500 Wroxton Road, 
Houston, Tex., announces an eco- 
nomical aluminum window and 
panel which form a complete “win- 
dow wall.” 

The aluminum panel frame inter- 
locks with the window frame and 
is secured by snap-fastening devices 
that insure a tight weatherstrip. 

The window wall comes in 12 
sizes. Panel frames are custom- 
fabricated and are made for either 
exterior or interior panel insertion. 

Write P-29 on coupon on page 59. 


KITCHEN HARDWARE 


The No. 411 Lift-A-Shelf kitchen 
hardware augments the Acme line 
of sliding door hardware. This dis- 
appearing shelf hardware is made 
by the Acme Appliance Manufac- 
turing Co., Dept. SBS, 35 South 
Raymond Avenue, Pasadena, Calif. 

The hardware was made primarily 
for use with appliances that can 
“disappear” out of sight when not in 
use — such as food mixers, sewing 
machines, record players, and others. 

A four-position spring tension ad- 
justment and automatic locking de- 
vice are added features. 

Write P-30 on coupon on page 59. 
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ADJUSTS SLIDING DOORS 


The Nylok self-locking clinch nut 
solves the problem of adjusting 
sliding glass doors vertically. It is a 
product of the Nylok Corp., Dept. 
SBS, 611 Industrial Avenue, Para- 
mus, N. J. 

This clinch nut affords up to 1%” 
of vertical adjustment, simply by 
turning the nut on a threaded shank 
riveted to the trolley. Such adjust- 
ments often are necessary due to the 
addition of carpet or the settling of 
the building. 

The Nylok nut holds its exact posi- 
tion on the bolt without a jamb nut. 
A pellet of nylon inserted through 
the side of the nut and staked in 
place bears against the nut threads 
to produce a tight, metal-to-metal 
fit between mating threads. 

Write P-31 on coupon on page 59. 








PERMANENT SIDING 


Autoclaved Clapboard is a perma- 
nently colored house siding that will 
never burn or rot. It is a new prod- 
uct of the Ruberoid Co., Dept. SBS, 
500 Fifth Avenue, New York 36, 
Nu ¥: 

Designed for both new and im- 
provement work, the siding is made 
of asbestos fibers and portland ce- 
ment. Unlike ordinary asbestos- 
cement products, Ruberoid Clap- 
board is pre-cured under high 
pressure and high temperature 
steam, in a new autoclaving process. 
It is said to be “permanent as rock.” 

Write P-32 on coupon on page 59. 


FLEXIBLE PLASTIC PIPE 


A line of flexible plastic pipe is 
announced by the Supplex Co., Dept. 
SBS, Garwood, N. J. 

Made of virgin polyethylene, the 
pipe is lightweight, flexible, and free 
from rot or rust. It comes in diam- 
eters of %”, %”, 1”, 1%”, 1%”, and 
dt 

Standard polystyrene insert-type 
fittings and stainless steel clamps are 
available as accessories. 

Write P-33 on coupon on page 59. 
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NOVEL GLAZING METHOD 





Croft Metal Products, Inc., Dept. 
SBS, McComb, Miss., announces the 
“first awning window glazed from 
the inside by easy compression of 
pre-cut and fitted vinyl glazing 
bead.” 

This novel inside glazing method 
requires no putty, glazing skill, scaf- 
folds, or rigging. 

Called the Lemco, the window 
features integral extruded 45-de- 
gree-angle glazing beads that elim- 
inate torsion twist and ventilator de- 
flection. Double vinyl “Rabbit Ear” 
weatherstripping provides three- 
point contact for sure weatherseal. 

Write P-34 on coupon on page 59. 


AWNING WINDOW 


A new low-price, all-climate alu- 
minum residential awning window 
is announced by the Southern Sash 
Sales and Supply Co., Dept. SBS, 
Sheffield, Ala. 

Modeled after its predecessor, the 
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Ualco Series 200 awning window, 
the new Series 100 sash is weather- 
stripped throughout with Koroseal. 
Frames are recessed on the inside to 
receive flush-fitting storm sash and 
screen, 

The window is shipped assembled. 
Frame members are designed to 
receive Ualco anchor clips, brick 
mould, fin trim, and other standard 
accessories. 

Write P-35 on coupon on page 59. 


PLUMBINGWARE LINE 


A complete line of plumbingware 
in porcelain-on-steel and vitreous 
china in white and pastels is an- 
nounced by the Norris-Thermador 
Corp., Dept. SBS, 5215 South Boyle 
Avenue, Los Angeles 58, Calif. 

Included in the line are twin 
pullman lavatories. The bathtubs 
have clean, modern lines and are 
full height and width at no extra 
cost. 

A sink and sink-and-tray com- 
bination also comes in pastels and 
white, to provide greater decorat- 
ing possibilities in modern kitchens. 

Write P-36 on coupon on page 59. 


AWNING WINDOW 


The “Look” awning window, made 
by the Vun-Russ Co., Inc., Dept. 
SBS, 1090 East 16th Street, Hialeah, 
Fla., assures uniform tight closure 
and elimination of all lubricants. 

Fifty-six nylon non-corrosive 
bushings used at all pivot, link, and 
hinge points, eliminate all metal-to- 
metal contact. The vinyl weather- 
stripping is completely protected 
from direct sun rays. 

Four screws tightly assemble the 
frame. Vents are pre-glazed and 
need only a screwdriver for installa- 
tion. Installation is reduced to two 
steps: installing the frame and in- 
stalling glazed vents, screens, and 
perating handle. 

Write P-37 on coupon on page 59. 
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DFPA 


AT THE LATHE, veneer is checked for AT THE DRIER, veneer is checked for AT VENEER GRADING BELT, checks 
uniform thickness. This provides cor- correct moisture content, which are made of both inner and outer plys 
rect thickness of finished panel and gives maximum dimensional stabil- for compliance with rigid industry 
permits optimum glue spread. ity and proper glue bond. and U.S. Commercial Standards. 











AT THE PRESS, check for correct and IN THE FINISHING DEPT., check care- IN THE DFPA LABORATORY, inde- 
uniform pressure and temperature; fully for grade and appearance. pendent glue-line testing of samples 
correct time under pressure to Check accuracy of dimensions and backs up mill inspectors. Plywood 
secure perfect glue bond. thickness. Apply grade-trademarks. : samples tested must meet rigid 
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means dependable plywood! 








by a rigid 


8S-POINT 








-“Industry quality program 


DFPA grade-trademarks are for your protection— 
your sure guide to plywood of dependable quality 
and value. Here’s why: 

Before being licensed to use DFPA trademarks, every 
manufacturer under Douglas Fir Plywood Associa- 
tion quality control program must first pass rigid 
inspection and testing of current plywood produc- 
tion. Glues used in trademarked panels must also 


may be withdrawn if quality is not satisfactory. 
Mills must pass continuous inspection thereafter to 
maintain privilege of using DFPA trademarks. 
Each shift is checked several times each month by 
DFPA quality supervisors. Here, inner plys (un- 
seen in the finished panel) are checked most care- 
fully along with glue and outer plys. 

Scientific testing in DFPA laboratories of thousands 


of samples of current production is a further check 
in determining glue-line quality and durability. 


first pass DFPA tests under actual manufacturing 
conditions. Use of the DFPA grade-trademarks 


Only DFPA quality-tested panels bear DFPA trademarks. Don’t be misled by imitations; look for letters “DFPA” 


AT THE GLUE SPREADER, check for 
precise amount and uniform cover- 
age of adhesive. Check proper cur- 
ing time, recheck veneer condition. 


lar glue company research programs. Before 
any glue is approved for use in plywood, the 
manufacturer must submit products for per- 
formance testing under factory conditions. 


AT THE GLUE MIXER, check for com- 
plete adherence to glue manufac- 
turer’s mixing directions. Special 
formulae developed by million dol- 


GENUINE 
DOUBLAS FIR PLYwoO0 


er 
INTERIOR-TYPE INTERIOR TYPE 
coveias me MYWOOD powsies tt rivmbee EXTERIOR TPE 


\pLYSHIELD 
ee 


quality program. In addition, symbols 
designate type and grade. DFPA owns 
trademarks, licenses its members to use 
them only aslong as quality is maintained. 


Registered DF PA grade-trade- 
marks appear on back or edge of 
panel. Letters “‘DFPA”’ indicat« 
manufacture under industry 


industry standards in order to merit grade- 
marking. U.S. Commercial Standard CS45-55 
establishes minimum performance specifica- 
tions. DFPA requirements are even more rigid. 
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LOCKSET BACKGROUNDS 


Colorful backgrounds now are avail- 
able for locksets of the Schlage Lock 
Co., Dept. SBS, 2201 Bayshore Boule- 
vard, San Francisco, Calif. 

Called Color-Accent Backgrounds, 
they consist of a self-adhesive plas- 
tic cut-out, exactly sized for applica- 
tion behind either rectangular or 
circular escutcheons with space for 
color to show through. 

Protective backing is removed and 
the plastic cut-out is applied without 
paste or water. 

Write P-38 on coupon on page 59. 


NON-CERAMIC BRICK 


Z-Brick is a vermiculite product for 
use where the appearance of brick 
is desired, such as for planters and 
interior decorative walls. It is made 
by the Vermiculite Manufacturing 
Co., Dept. SBS, 4618 14th Avenue 
NW, Seattle 7, Wash. 

Applied with a special adhesive, 
Z-Brick gives the appearance of 
Roman brick. Each Z-Brick is 114” 
on the face by %” thick by 12” 
long. A carton of 60 will cover 7% 
square feet. 

Z-Brick is applied to plywood or 
any other firm surface. It comes in 
desert red, lake green, and sunset 
gold. 


Write P-39 on coupon on page 59. 


14” DRILL PRESS 


A low-cost, versatile 14” drill press, 
designed for commercial wood and 
metal-working shops, has been in- 
troduced by the Delta Power Tool 
Division of the Rockwell Manufac- 
turing Co., Dept. SBS, 400 N. Lex- 
ington Avenue, Pittsburgh 8, Pa. 

The new drill press has a stream- 
lined full-length belt guard. It is 
hinged at the rear and counter-bal- 
anced to enable the guard to be 
swung up out of the way. A pivoting 
motor mounting plate permits quick 
belt tension release. 

The quill allows 4-5/16” spindle 
travel. A side opening simplifies 
spindle removal. The work-table has 
clamping ledges to secure work to 
the table. 

Write P-40 on coupon on page 59. 
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SHELF SUPPORTS 


The Knape and Vogt Manufacturing 
Co., Dept. SBS, Grand Rapids, Mich., 
announces the K-V shelf support 
assembly, containing everything for 
quick installation of supports for one 
of four adjustable shelves. 

The adjustable supports permit 
raising or lowering shelves of wood, 
glass, plastic, metal, and other mate- 
rials. 

The assembly includes four slotted 
strips, each 24” long and 13/16” 
wide, with slots at 4%” intervals. 

Write P-41 on coupon on page 59. 


ADJUSTABLE ENCLOSURE 


Anoroc Products, Inc., Dept. SBS, 
Corona, N. Y., now offers a tub en- 
closure that is adjustable to insure a 
perfect watertight fit. 





The bottom rail is self-leveling. 
Side jambs also are adjustable. The 
enclosure is made of extruded alu- 
minum in 4’—4’6” and 5’—5’6” sizes, 
with a choice of five etched glass 
door patterns. Two towel bars are 
standard equipment. Doors roll 
overhead on silent glide nylon roller 
bearings. 

It is shipped without tub or girl. 

Write P-42 on coupon on page 59. 


AUTOMATIC NAILER 


Tacks, nails, and screws ranging 
in size from %” to 35%” are fed 
and driven automatically by Pow- 
asert portable production equip- 
ment, made by the United Shoe 
Machinery Corp., Dept. SBS, Bos- 
ton 7, Mass. 

The Powasert machine drives 
nails from 2 penny to 16 penny 
at any angle. Three sizes of nails 
— small, medium, and large — han- 
dle this range. 

All guns are used interchangeably 
with the automatic feeder, mounted 


on a dolly for mobility. Nails are 
said to be driven at a rate of 50 
per minute. 

Write P-43 on coupon on page 59. 


SLIDING DOOR HARDWARE 


An economy line of sliding door 
hardware has been announced by 
the Leigh Building Products Divi- 
sion, Air Control Products, Inc., 
Dept. SBS, Coopersville, Mich. 

These Size-O-Matic sets feature 
reversible hangers that allow the 
same set to be used on any thick- 
ness door. Information stamped on 
each hanger tells installers the front 
or rear door hanger location. 

The sets come with either steel 
or aluminum tracks, in opening sizes 
from 48” to 96”. A four-door track 
also is available. 

Write P-44 on coupon on page 59. 


IMPROVED TRUCK BODY 


Through improvements in palletizing 
and mechanizing, a new truck body 
made by the Russell Manufacturing 
Co., Dept. SBS, 1328 Maple Avenue, 
Haddon Heights, N. J., makes pos- 
sible substantial reductions in the 
cost of hauling block, brick, stone, 
gravel, and similar products. 

Called the Hydrahoist, the body 
uses hydraulic power activated by 
the truck engine to mechanize load- 
ing and unloading operations. It 
features a bridge-type superstruc- 
ture of lightweight tubular steel. 

Feather-edge controls at the rear 
permit one man to regulate vertical 
and horizontal movement. 

Write P-45 on coupon on page 59. 


HOLDS WINDOW SASH 


Providing simultaneous window 
locking and ventilation, a solid brass 
top sash fastener, the Ventilock 37, 
is announced by Slaymaker Lock 
Company, Dept. SBS, Lancaster, Pa. 
With this sash fastener, windows 
can be locked 
open in three 
positions. When 
the window is 
locked closed, the 
ventilating arm 
lies flat. The ven- 
tilating arm is 5” 
long, 238” wide 
across top sash 
fastener. The unit 
is made to fit 
average-size 
locks and is 
quickly installed. 
It is particularly 
suited for ground- 
floor bedroom 
windows. 
Write P-46 on coupon on page 59. 
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FINGER-TIP OPERATION 
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LiF LOX. 


BALANCED WINDOWS 








Pressure of the fingers . . . that’s all it takes to open 
and close the beautifully balanced LIF-T-LOX window 


sash. And, self-contained Lif-T-Lox window balance 




















“stays put’ automatically when sash is removed. 


There's nothing like it! The removable feature alone 





sells LIF-T-LOX fast because painting and cleaning 


care made easier and breakage during construction 





is reduced. 


In fact, LIF-T-LOX window units practically sell 








themselves. You simply let the builder or prospective 
homeowner step up to a LIF-T-LOX display unit and see 
how easy it functions with light finger pressure. Once 
you see how this demonstration makes sales, you'll 
agree that LIF-T-LOX is the greatest window advance- 


ment in 50 years! 


In normal position (right) LIF-T-LOX lock-tab balances sash for easy 
operation. Upon removal of sash lock-tab grips channel automati- 
cally and stays locked in position until sash is replaced. You can 
replace sash in any position and spring plunger will automatically 


reengage when it is above lock-tab. 








Detailed information about our merchandising 
plan will be gladly furnished upon request. 


MANUFACTURED BY 


WINDOW BALANCE » MANUFA K e DISTRIBUT F BUILDERS SUPPLIES 


Rocky Mount, Virginia 
(Formerly known as R*O-*W Distributors) 
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MONARCH 


One of the shortcomings of ordinary metal weath- 
erstrip is excessive wear caused by the abrasion of 
dust and dirt blown between the contacting metal 
surfaces. The perfection of MetaLane®, with its 
impervious glass-like surface, not only overcomes 
this deficiency but also contributes a number of 
other ideal advantages for weatherstrip. 


An aluminum alloy, produced to Monarch’s speci- 
fications for hardness, formability, strength and 
resiliency, is the material from which MetaLane 
is made. Monarch inspects, cleans and etches it to 
obtain a satiny, silver-like appearance, then pro- 
cesses it through a continuous strip anodizing 
machine to produce an anodic oxide coating using 
sulphuric acid as an electrolyte®. The final ste 
is to completely seal the pores of the coating with 
a permanent lubricant©. Similar to Alumilite 
finishing, Monarch adds several other exclusive 
processes that greatly improve durability and 
efficiency. 


MetaLane’s hard, lustrous surface shows virtually 
no wear from constant abrasion® operates 


MONARCH METAL WEATHERSTRIP CORP. 


For more details on above item, use Coupon on Page 59 
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Meta LANE WEATHERSTRIP 


smoothly, without friction or galling, in conjunc- 
tion with other metal components, has extreme 
resistance to corrosion and atmospheric attack®, 
will not stain or discolor, keeps its beautiful ap- 
pearance indefinitely, and will retain its tight 
weather-seal efficiency for the life of the windows 
and doors to which it is attached. 


For the most in protection, durability and value, 
insist on Monarch MetaLane Weatherstrip on the 
window and door units you buy or sell. 


® “*... sulphuric acid ‘electrolytes of certain concentrations 
- . offe red substantial improvements over prior coatings.” 
“Anodic Coatings On Aluminum”’ by F . Keller and J. Edwards, 

Aluminum Research Laboratories. Iron Age, Nov., 1946 

® “Anodic coatings . . - provides greatly increased resistance 

to abrasion.’ 

“The eiiutivmas of anodic oxide coatings for protecting 
pM nbn alloys against corrosive attack has been demon- 
strated by salt spray and atmospheric exposure tests as well 
as by the excellent record . . . ma ade when used for air-craft 
and other items of equipment . —I bid. 

@ “*...a variety of materials may be used to seal coatings 
- The wax...may also function as surface lubricant.’ 
“Anodic Coating Of Aluminum” by J. D. Edwards, Aluminum 

Company of America. 
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A-1l. FLUSH DOOR INSERTS. Catalog 
shows Dixilite glazed inserts, Dixilou- 
ver door louvers, and Dixiplant dec- 
orative plants. These flush-door inserts 
all are packaged for easy stocking and 
selling. Georgia Art Supply Co., Dept. 
a 280 Garnett Street S.W., Atlanta 
» Ga. 


A-2. RUST-RESISTANT NAILS. Pocket- 
size handbook gives factual informa- 
tion and specifications for rust-resistant 
Stormguard nails, double-dipped in 
molten zine. Shows 85 styles and sizes 
with two-page chart of uses. W. H. 
Maze Co., Dept. SBS, 400 Church Bou- 
levard, Peru, Ill. 


jJ-1. INSULATING BOARD. “How to 
Use Homasote”’ is the theme of a re- 
vised edition of the Homasote Hand- 
book. The enlarged pocket-size booklet 
gives complete data on_ insulating 
building boards for sheathing, siding, 
roof decking, interior walls, and under- 
layment. Homasote Co., Dept. SBS, 
Trenton 3, N. J. 


J-2. V-GROOVING MACHINE AND 
PANELING. The Hi-Grane Board Co., 
Dept. SBS, P. O. Box 7013, Fort 
Worth, Tex., offers a folder on its 
self-feeding plywood V-grooving ma- 
chine, which enables dealers to pre- 
pare their own paneling, and a full- 
color folder showing Hi-Grane and Pli- 
Grane wood paneling. Hi-Grane is a 
pre-finished “etched” pine paneling, 
and Pli-Grane is “etched”’ Douglas fir 
plywood paneling. 


F-1. ALUMINUM SCREENS, EXTRU- 
SIONS. Loxcreen catalog pictures and 
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Fill and mail coupon to 
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SOUTHERN BUILDING 
SUPPLIES 


806 PEACHTREE STREET, N. E. 
ATLANTA 8, GA. 


Helpful Booklets FREE! 


On this and the preceding pages is an excellent selection of 

literature on new Building Materials and Products. For free 

copies of the helpful booklets offered, just fill in and return 
the handy coupon below. 


describes aluminum tension screens, 
aluminum frame screens, extrusions, 
rolled form sections, and moldings. It 
shows how easily screens are installed 
by mechanic or home-owner. Display 
screen available for functional dem- 
onstrations. Loxcreen Co., Inc., Dept. 


SBS, P. O. Box 5133, Columbia, S. C. 
G-1. ALUMINUM SCREEN. Three Con- 


wire products Burns aluminum 
tension screens, full-frame screens, and 
screen cloth — are described in an 
envelope-size folder. Catalog § sheet 
shows advantages of the aluminum 
frame unit. Consolidated Wire Prod- 
ucts Co., Dept. SBS, 249 Spring Street 
S. W., Atlanta, Ga. 


D-1. ASPHALT ROOFING, SIDING. 
Flintkote shingles and asbestos-cement 
sidings are shown in full color in a 
catalog for dealers and customers. 
Complete data are given for strip 
shingles in various shapes, individual 
shingles, asbestos-cement sidings, in- 
sulation products, built-up and _ roll 
roofing and accessories. Flintkote Co., 
Dept. SBS, 30 Rockefeller Plaza, New 
York 20, N. Y. 


D-2. DECORATIVE DOORS, WIN- 
DOWS. Rimco Styldors — doors with 
panel designs for originality in paint- 
ing — are described in a consumer 
folder and catalog sheet. Uni-Vent and 
Uni-View operating and _fixed-light 
window units are shown in a folder 
and brochure, which also show vari- 
ous stacking combinations. Rock Is- 
land Millwork Co., Dept. SBS, Rock 
Island, Ill. 


Send me these FREE Catalogs and Bulletins... 
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| want details on these New Products... 
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4-3. PACKAGED DOOR INSERTS. 
Southern Door Lite Co., Ine., Dept. 
SBS, 46 Westland Boulevard S. W., 
Atlanta 10, Ga., offers a catalog show- 
ing its lights, louvers, and plants for 
flush doors. Specifications are given 
for these Royalites, Royalouvers, and 
Royalplants. 


D-4. ASBESTOS - CEMENT PROD- 
UCTS. Complete selection of bro- 
chures, folders, and envelope stuffers 
—several in full color—show Century 
No.5 asbestos-cement roofing shingles; 
Apae all - purpose asbestos - cement 
board; Linabestos and _ Sheetflextos 
wallboards for interior and exterior 
use; lightweight corrugated asbestos 
sheet. Keasbey and Mattison Co., Dept. 
SBS, Ambler, Pa. 


D-5. PANEL WINDOW BROCHURE 
shows how National panel windows are 
used as fixed picture units, large case- 
ment windows, single awning units, or 
stacked for multiple-operating awning 
units. Another brochure shows Na- 
tional double - hung wood units and 
their simplified installation. National 
Woodworks, Inc., Dept. SBS, Box 
5416, Birmingham 7, Ala. 


c-4. ASBESTOS SIDING, ASPHALT 
ROOF. Two full-color consumer fold- 
ers show Ruberoid color-grained Auto- 
claved asbestos siding and _ asbestos 
shake siding. Both show all colors 
available and list selling points. A third 
full-color folder shows colors of Rub- 
eroid asphalt shingles with wind-proof 
“Lok-Tab” application. Ruberoid Co., 
Dept. SBS, 500 Fifth Avenue, New 
York 36, N. Y. 


Zone State 





B-2. VITRILIED CLAY PIPE. Concise 
folder describes advantages of Dickey 
Perma-Line pipe for house sewers and 
drains. Pictures show how built-in, 
self-centering lugs speed up installa- 
tion. W. S. Dickey Clay Manufacturing 
Co., Dept. SBS, P. O. Box 2028, Kan- 
sas City 42, Mo. 


B-4. SHUTTER PANELS. Catalog No. 
156 shows sizes of panels and opening 
widths for Fit ’n’ Finish shutters. These 
are used in windows, doors, and for 
interior decorations. Sam A. Wing Co., 
Inc., Dept. SBS, 5035 Willis Avenue, 
Dallas 6, Tex. 


B-7. WINDOW CATALOG. Hope’s line 
of products for light construction is 
pictured in a 1956 catalog. It covers 
basement sash, casings, doors, inside- 
outside trim, installation details, pic- 
ture windows, ranch-type windows, red- 
wood surrounds, residence casements, 
storm sash, and utility windows. Hope’s 
— Inc., Dept. SBS, Jamestown, 


B-9. WESTERN PINE SOURCES, 
USES. The 1956 Directory of Mem- 
bership of the Western Pine Assn. 
lists by states some 375 member mills 
with their species handled and major 
products. Two full-color consumer 
folders show attractive installations of 
pine paneling in homes. Western Pine 
Assn., Dept. SBS, Yeon Building, Port- 
land, Ore. 


B-13. INCINERATORS. Donley incin- 
erators for homes, apartments, institu- 
tions, commercial buildings, and _ in- 
dustrial plants are shown in a new 
catalog. Complete technical data is 
given for each type. It covers flue-fed, 
floor-fed, garden, and _ prefabricated 
steel models. Donley Brothers Co., 
Dept. SBS, 13932 Miles Avenue, Cleve- 
land 5, Ohio. 


B-14. TENSION SCREENS. New sales 
manual gives the dealer ammunition 
with which to sell screens. It outlines 
22 reasons for using Tension-tite ten- 
sion screens and shows photographs of 
a dealer making a sale, with his ex- 
planation to the customer. Rudiger- 
Lang Co., Dept. SBS, International 
Trade Mart, New Orleans 12, La. 


B-15. LUMBER PACKAGING. “How to 
Protect Lumber with Waterproof Paper 
for Shipment and Storage!” is a book- 
let explaining methods and advantages 
of protecting lumber with paper for 
shipping, storage, and sales. It includes 
a section on packaging by the dealer, 
when lumber is received from a box- 
ear. American Sisalkraft Corp., Dept. 
SBS, Attleboro, Mass. 


B-18. WALLBOARDS. Literature is 
offered describing Plastergon’s com- 
plete lines of laminated fiber wall- 
boards, along with Lockaire Paintcote 
interior and Asphaltic sheathing in- 
sulating boards. Free samples offered. 
Plastergon Wall Board Co., Dept. SBS, 
Station B, Buffalo 7, N. Y. 


B-19. PANEL WINDOW UNIT. The 
Zuber Beauti-Vue panel window unit 
is described in a_ two-color folder. 
Sketches show how this ponderosa pine 
toxic-treated unit can be used singly, 
in groups, ribbons, and stacks. The 
folder also gives sales advantages of 
Dixon Weather-Lok double-hung units. 
Zuber Lumber Co., Dept. SBS, P. O. 
Box 964, Atlanta 1, Ga. 
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B-20. PLYWOOD PANELING. “Harbor 
Plywoods for Homes Give More Value 

. . Inside, Outside” is a consumer 
brochure with photographs of installa- 
tions of Harborite lapped siding, groov- 
ed panels, smooth panels, and Super 
Hardbord select cabinet panels. A con- 
sumer folder shows installations of 
Harborwave brushed plywood for 
paneling and cabinets. Harbor Plywood 
Corp., Dept. SBS, Box 940, Aberdeen, 
Wash. 


B-23. PIPE INSTALLATION. ‘Tips 
for Installing Orangeburg Pipe and 
Fittings” gives information on prob- 
lems encountered in various types of 
soils and lists six tips on trenching and 
backfilling. It shows how Orangeburg 
fiber pipe is easily sawed to fit. Orange- 
burg Manufacturing Co., Inc., Dept. 
SBS, Orangeburg, N. Y. 


B-24. ASPHALT ROOFING MATE- 
RIALS. Four-page catalog insert gives 
complete specifications, descriptions of 
uses, and directions for using both cold 
and hot applications. It covers asphalt 
roofing and coating, plastic cement, 
primer, cements, and asphalt metal 
coatings. Lion Oil Co., Asphalt Sales, 
Dept. SBS, El Dorado, Arkansas. 


B-28. WINDOW SASH BALANCES. 
Full catalog, which appears in Sweet's 
Architectural File, shows Caldwell 
clock-spring, Helix spiral, and Spirex 
spiral sash balances for residential 
windows. Specifications and _installa- 
tion steps are included. Caldwell Manu- 
facturing Co., Dept. SBS, 64 Com- 
mercial Street, Rochester 14, N. Y. 


B-33. MASONRY WALL REINFORCE- 
MENT. Bulletin shows Dur-O-WaL 
masonry wall reinforcement with cavi- 
ty, bonded, coursed, or stacked course 
masonry wall, and wall with plaster. 
It includes joint reinforcement specifi- 
cations. Dur-O-WaL Products of Ala- 
bama, Ine., Dept. SBS, P. O. Box 5446, 
Birmingham 7, Ala. 


B-34. PLASTIC-FINISHED PANELS. 
Full-color catalog shows complete line 
of Marlite plastic-finished wall and 
ceiling panels. Shown are eight Wood- 
panel patterns, five marble panel pat- 
terns, and 11 Hi-Gloss colors. Marsh 
Wall Products, Inc., Dept. SBS, Dover, 
Ohio. 


L-1. CEDAR-SHAKE PACKAGE. Liter- 
ature describes a handy package con- 
taining Shakertown Glumac_ shakes, 
matching-color nails, and “Jiffy Cor- 
ners.” It shows how corners make a 
tight fit on all outside walls. Perma 
Products Co., Dept. SBS, 20310 Kins- 
man Road, Cleveland 22, Ohio. 


B-37. EXTERIOR PLYWOOD. “Cata- 
log of Douglas Fir Plywood Farm 
Plans” offers a selection of 33 plans 
for use of exterior plywood in farm 
buildings by leading state agricultural 
schools, the Midwest Plan Service, and 
plywood manufacturers. Douglas Fir 
Plywood Assn., Dept. SBS, Tacoma 2, 
Wash. 


B-39. METAL MOLDINGS. A 20-page 
illustrated catalog shows the many 
types of Premier aluminum and stain- 
less steel moldings and trims. It gives 
their uses, application, and dimen- 


sions. A price list is included. Metal 
Trims, Inec., Dept. SBS, P. O. Box 
1072, Youngstown, Ohio. 


D-43. FARM BOOK. § Sixteen-page 
book shows uses of Celotex products in 
service buildings and the home. Fully 
illustrated, it includes detail drawings 
of application. For selective distribu- 
tion to farm building or remodeling 
prospects. The Celotex Corp., Dept. 
SBS, 120 S. LaSalle St., Chicago 3, Ill. 


B-44. LAMINATED PANELS. Novoply, 
an unusually stable, mosaic-textured 
all wood panel of many uses, and 
Plankweld, prefinished hardwood ply- 
wood panels edge-grooved for easy wall 
installation, are described in two fold- 
ers issued by United States Plywood 
Corp., Dept. SBS, 55 West 44th St., 
N. ¥.:20, he 2 


B-45. MORTAR CEMENT. “Facts and 
Tables for the User of Mortar Cement” 
is a booklet covering Penn-Dixie prod- 
ucts and uses. Much helpful data for 
buyers of cement are offered, includ- 
ing ratios for mixing mortar, and esti- 
mating guides. Penn-Dixie Cement 
Corp., Dept. SBS, 60 East 42nd Street, 
New York 17, N. Y. 


F-3. AWNING WINDOW, JALOUSIES. 
Catalog sheets tell benefits of Dodge 
aluminum awning windows and 4” 
louver jalousies. Windows come in 
both standard and modular sizes, as- 
sembled or KD, glazed or unglazed. 
Jalousies are completely weather- 
stripped. Dodge Window Corp., Dept. 
SBS, 249 Spring Street, S.W., Atlanta, 
Ga. 


I-1. WINDOW AND CASING. Two con- 
sumer brochures describe the Altex 
Carolina aluminum vertical glide win- 
dow unit and the Altex Alum-A-Wood 
combination aluminum and wood cas- 
ing for flange-type windows. Specifica- 
tions and detailed sketches show the 
advantages of both products. Altex En- 
gineering Co., Dept. SBS, 120 Indus- 
trial Road, Summerville, S. C. 


C-1. ALUMINUM PRODUCTS. Four 
consumer folders describe Wepco all- 
aluminum adjustable window awnings; 
Triple-Track extruded combination 
double-hung windows; Duo-Dor alu- 
minum combination storm-screen door, 
and the Duo-Dor’s “Kangaroo” self- 
storing compartment that changes for 
summer or winter use. Weather-Proof 
Co., Dept. SBS, 1407 East 40th Street, 
Cleveland 3, Ohio. 


K-1. METAL LATH, ACCESSORIES. 
Colorful catalog brochure pictures and 
describes metal lath types, accessories, 
and partition systems of the Alabama 
Metal Lath Co., Dept. SBS, P. O. Box 
992, Birmingham, Ala. Tables show 
fire test data and sound transmission 
loss for the partitions. 


K-2. WINDOW, DOOR PRODUCTS. 
Vulco aluminum screens and jalousies, 
Caseking screens, Superior storm sash, 
Ideal storm sash, Dura-Bilt screen 
doors, Dura-Bilt combination storm 
doors, and hardware and tools are 
described in the “Versatile Vulco” 
catalog with removable sheets. Vulcan 
Metal Products, Inc., Dept. SBS, 2801 
Sixth Avenue South, Birmingham, Ala. 
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THE SMART NEW TREND 
TO FOLDING DOORS... 


Offers Big Profit Opportunities with 


® 
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Builders are concentrating more and more 
on the charm and compactness of folding 
doors. Doors that Fold-Aside create luxurious 
effects and spaciousness that helps sell homes. 
This means new profit opportunities for 
building supply outlets...and particularly 
for those featuring Acme Fold-Aside Door 
Hardware... finest available. 

Again, Acme engineers have come up with a 
superior design. One that permits the great- 
est number of folding door uses. The extruded 
aluminum overhead track with nylon wheel 
assures smooth, faultless operation. The ab- 
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sence of a bottom track permits installations, 
in addition to wardrobes, that are not other- 
wise possible...such as over-a-counter 
screens, room dividers, and window shutters. 
There’s nothing on the floor to trip over or 
catch dust. Use any wood, plastic, or decora- 
tive material in panels, frames, or louvres. 
Installation is easy. Simple adjustment for 
doors assures a perfect fit. 

Track is in two sections. Packages are only 
half the usual size — take less dealer shelf 
space. Take advantage of the new trend in 
building — stock up. today. 


Write for NEW catalog covering complete Acme line. 


ACME APPLIANCE MANUFACTURING CO., 35 So. Raymond Ave., Pasadena, California 


© 1957 Acme Appliance Manufacturing Co. 
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SALES-CLINCHING » 


20-YEAR 
FULL-VALUE BOND 


Others can and do talk of 20, 25, even 

30 years’ service. Words, words, words! 
But FRY backs its product with a 20-year, 
full value surety bond—an unsurpassed 
advantage to those who sell FRY roofing. 


ADVERTISED IN 


LIFES 


: MAGAZINE 
as seen in 


and 


For more details on above item, use Coupon on Page 59 
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FRY ROOFING... 
THE PRODUCT ITSELF 


mac CCCUULL 


FRY is the ONLY roofing manufacturer who 
can truthfully make this statement: ‘'20 years 
with not even one blistered shingle, nora 
single roof failure.” None of your 


PULL VALUE 
BOD 


=} z | 
AAU NIES competitors has a product to equal that! 
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SOOHRM 


« FULL-SCALE MASS MARKET 
NATIONAL ADVERTISING 


Dramatic, fact-packed advertisements in leading publications—mass 
circulation, selective readership, regional distribution—all at the peaks of 
your selling seasons! And all with sales-clinching messages that help make it 
easy for you to sell “top of the line” roofing—the kind that means most 
to you in satisfied customers, dollar-volume and actual, net profit. 





LOCAL AND POINT-OF- 
SALE MATERIALS 

TO COVER YOUR OWN 
TRADING AREA 


All advertising has to pay off on 
your books, or it represents money 
wasted. Therefore, FRY makes 
available to you every type of local 
tie-in material, from job signs to 
store and window displays. 
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FING.. 


NATIONALLY ADVERTISED, MERCHANDISED 
TO MAKE YOUR SALES FASTER, 
EASIER ON TOP QUALITY, 
FULL-PROFIT ROOFING! 


You want every sale to net you these three advantages: (1) Maximum dollar-volume, (2) maximum 
net profit, (3) maximum customer-satisfaction. Good volume, full profit, the respect and good 
will of your customers—these are the foundation of a prosperous enduring business. 


Such a foundation must be built on top quality products—not middle-of-the-line or low-end 
merchandise—because only the highest grade commands top prices (for dollar-volume), permits 
full mark-up (for profit), and assures long, trouble-free service (for customer-satisfaction). 


Now FRY makes it easy for you to build your roofing business on this sound base. Never before 
has any roofing manufacturer offered you such an array of selling tools as those 
detailed on the opposite page. 


Look at them! Then, if you decide that you'd rather sell WITH such sales advantages, rather 
than to try selling AGAINST them, fill in the coupon and mail it right now. You'll be glad you did! 


LLOYD A FRY MAIL THIS COUPON FAST—TODAY! 
a Lioyd A. Fry Roofing Company SB-1 


5818 Archer Road, Summit (P.O. “dene, Hlinois 
Please tell me whether a FRY Bonded Roofing dealership 


(asphalt shingles and built-up roofing) is available in this 
territory. Send me complete facts. 


Company Name 





Local Address_ 





World's Largest Manufacturers of Asphalt Roofing 
and Allied Products a — 





—19 Roofing Plants Strategically Located Coast-to-Coast By 





: (Name of individual) 
GENERAL OFFICES: 5818 Archer Road, Summit (P.O. Argo), Illinois i (Are you a O Contractor O Dealer O Distributor?) 
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ASSOCIATION ACTIVITIES 





Closer Teamwork with Manufacturers Sought by Dealers 


PAUL ELY ELECTED 
NRLDA PRESIDENT 


OPTIMISM that another year of 
good business lies ahead and that 
continued close working relation- 
ships between dealers and manufac- 
turers will contribute greatly to their 
mutual interests stemmed from the 
annual meeting of the board of di- 
rectors of the National Retail Lum- 
ber Dealers Assn. held at the Conrad 
Hilton Hotel in Chicago, prior to the 
opening of the third annual NRLDA 
Building Products Exposition. 

Paul R. Ely of North Platte, Nebr., 
was elected president of the associa- 
tion for 1957. James C. O’Malley and 
Herbert W. Blackstock were elected 
vice-presidents. Leslie G. Everitt, 
Long-Bell Division, International 
Paper Co., Kansas City, was chosen 
as treasurer. H. R. Northup, execu- 
tive vice-president, and E. H. Libbey, 
secretary, both were re-elected. 

R. A. Schaub, 1956 president, said 
the retail lumber industry could 
be proud of the progress it has 
made in improving communications 
with the rest of the building indus- 
try and within its own ranks. He 
expressed appreciation for the nu- 
merous letters recently received 
from building product manufac- 
turers assuring him that their con- 
sumer advertis'ng will continue to 
advise the public to see their local 
lumber dealer when they plan to 
build or modernize. 

Schaub emphasized the real need 
either for quicker turnover of deal- 
er’s funds invested in inventories, 
or else for better purchasing terms, 
and urged the manufacturers to give 
serious thought to the problem. 

Northup stated that tight mortgage 
cred:t was the major problem con- 
fronting lumber dealers at this time. 
“It is believed that the administra- 
tion will take such steps as are 
necessary to ease the pressure of 
tight money in the mortgage mar- 
ket. These steps being taken, FHA 
and VA loans should at least have 
a reasonable opportunity to attract 
investors in the coming year.” 

The association’s 1957 president, 
Paul Ely, reported that a series of 
conferences with a group of manu- 
facturers had brought these tangible 
results: the decision to give all-out 
promotion to the NRLDA display 
panels as a means of improving the 
effectiveness and reducing the cost 
of manufacturers’ point-of-sale dis- 
plays; help in meeting the indus- 
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try’s need for a solution of over-all 
management problems; and_ the 
offer of the manufacturers to aid 
in stepping up NRLDA’s program 
for training dealer employees. 

Housing and Home _ Finance 
Agency Administrator Albert M. 
Cole assured the dealers that he and 
his agency would do everything 
possible to help improve the flow 
of mortgage money, but pointed out 
that mortgage funds now are less 
competitive than other long-term 
loans. He said there is a strong and 
impatient demand for new homes 
and that he looked for good produc- 
tion in 1957 with 1,100,000 as a rea- 
sonable goal which would represent 
a sound volume of housing activity. 

The housing administrator con- 
gratulated NRLDA for its alertness 
in building and promoting the Wom- 
en’s Congress Homes and for being 
the first to translate the principles 
laid down by the housewives from 
paper to three dimensions. He said 
the building of the houses would 
create interest that would serve well 
the interests of both dealers and 
the public. 

Don Campbell, chairman of the 
NRLDA Standards Committee, urged 
the board to approve minimum size 





standards for lumber, the minimum 
sizes to be related to moisture con- 
tent. “The objective,” he said, “is 
not to impose moisture content re- 
striction on all manufacturers of 
lumber or to make seasoning com- 
pulsory but rather to indicate at 
what point in the seasoning process 
the sizes apply and thus place every- 
one on an equal competitive basis at 
the producing level and give some 
protection to distributors and users 
of the product.” The board then 
approved a resolution authorizing 
the preparation of a policy state- 
ment to be presented to the Ameri- 
can Lumber Standards Committee. 

Everett B. Wilson, director of 
public relations, reported that two 
new Dealer Operating Guide chap- 
ters were in the course of prepara- 
tion. He said that these two chapters, 
dealing with “Accounting” and 
“Unit Cost Estimating,” would com- 
plete the guide. Attention next will 
be given to revising some of the 
chapters already prepared, including 
the chapter containing the merchan- 
dising calendar. 

Wilson said that two new work- 
shop packages are being prepared 
for the use of the federated asso- 
ciations. They will deal with “Get- 





Newly-elected officers of the National Retail Lumber Dealers Assn. are seen above 
following their election at the recent board of directors meeting in Chicago, III. 
From left, the trio are Herbert W. Blackstock, second vice-president and former 
treasurer; Paul R. Ely, president, who moved up from first vice-president; and 
James C. O’Malley, who advanced from second to first v.p. Blackstock heads the 
H. W. Blackstock Lumber Co. in Seattle, Wash. Ely is partner in the Ely-Hoppe 
Lumber Co., North Platte, Neb. The Irishman is head man in the O’Malley 
Lumber Co., Phoenix, Ariz. H. R. Northup is executive vice-president. 
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Note-you've seen good 
sash balances — perhaps 
you've seen good weatherstrip 


— now Caldwell brings you 
a good combination unit 


SPIRAFLEX 


The NEW SPIRAFLEX is the only 
Weatherstrip= Balance Combination 
that can offer ALL these features. . 


1. SPIREX SPIRAL BALANCES—Prevent creeping; assure smooth, easy 
operation. 


2. FULLY ADJUSTABLE—FEosily adjusted, if necessary, even after 
installation. 


ENCLOSED BALANCES—Provides protection from moisture, and 
gives neat appearance. 


1-PIECE ALUMINUM JAMB STRIP—Eliminates need for individual! 
parting bead, and assures plumb installation. 


COMPLETELY PREASSEMBLED—Complete unit, weatherstrip, bal- 
ances, stops, etc., preassembled in our factory. Reduces costly handling 
and installation time. 


NOISELESS OPERATION—Assured by silent Spirex balances. No | — 


messy flocking. ee 
DOUBLE-RIBBED LOWER SECTION—Provides additional weather 
tightness and rigidity. 

OUTSIDE PRESSURE FLANGE—Prevents sash from becoming paint- 
stuck and provides extra weather seal. 


CONCAVE DESIGN—Compensates for swelling and shrinking of sash; 
assures snug fit at all times. 


FITS STOCK FRAMES AND SASH—Redquires no special frame mem- Double rib Outside pressure flange 
bers or machining, and fits ordinary sash with regular % x % spiral! 
balance groove. ; 
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Spiraflex units are made in sizes to fit any window up to 6’6” in height (1 %” sash, ¥2” or ¥%” parting bead). 


< \ 4 ; : CALDWELL MANUFACTURING CO. 
> 4 s Ss, 63-E Commercial St., Rochester 14, N.Y. 


+ é 


You'l find it profitable aaa y a send me full description and details on your 
to handle SPIRAFLEX - ¢ FIRM NAME__ 
Equipped windows X ADDRESS__ 
, a Cs CITY & STATE 
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The Most Dependable Name in Sash Balances — Since 1888 
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Talk window 
beauty...and close 
the sale! 


Here's an exclusive to talk about whether it’s a builder 


you're selling, or a home buyer. There is simply no other kind 


of window beauty so striking as that of Andersen winpowa ts. 


Along with wood window beauty you offer fresh air and sunshine, 


effortless operation and weatherproof protection from drafts, 


dust and moisture. Yes... winpowa.ts close sales. 


For full information on all four types of Andersen winpowa_Ls, 


see your winpowaLts distributor or write direct to Andersen. 


Andersen Windowalls are auicxiy 


available from complete stocks of these distributors: 


ALABAMA 


Birmingham Sash & Door Co., Birmingham 


FLORIDA 
Huttig Sash & Door Co., Jacksonville 


GEORGIA 
Huttig Sash & Door Co., Af/anta 


KANSAS 

United Sash & Door Co., 

Rock Island Wholesale Co. 
Wichita 

KENTUCKY 

Huttig Sash & Door Co., Louisville 


LOUISIANA 


Davidson Sash & Door Co. 
Alexandria, Lafayette, Lake Charles 
New Orleans Sash & Door Co. 
New Orleans 
United Sash & Door Co., Baton Rouge 


MARYLAND 
Morgan Millwork Co., Baltimore 


MISSOURI 


American Sash & Door Co., Kansas City 
Huttig Sash & Door Co., St. Louis 
Toombs & Co., Springfield 


NORTH CAROLINA 
Huttig Sash & Door Co., Charlotte 


OKLAHOMA 
General Sash & Door Co., Tulsa 


TENNESSEE 


Huttig Sash & Door Co. 
Knoxville and Nashville 
Memphis Sash & Door Co., Memphis 


TEXAS 


Davidson Sash & Door Co., Austin 
Huttig Sash & Door Co., Dallas 


VIRGINIA 


Huttig Sash & Door Co., Roanoke 
Morgan Millwork Co., Arlington 


WW anversen coRPoRATION - BAYPORT - MINNESOTA 











(Continued from page 64) 


ting Along with Customers” and 
“Retail Store Layout.” Two color 
slide programs are being prepared 
for use with consumer groups and 
in the 30-day courses. The subjects 
are: “This Is the Retail Lumber In- 
dustry” and “What to Watch for 
When Building or Modernizing a 
Home.” 


Oklahoma Directors 
Plan Full ‘57 Program 


“Better Your Living in Oklahoma 
in ’57” is the theme chosen for the 
year by directors and officers of the 
Oklahoma Lumbermen’s Assn. The 
group held its 11th annual meeting, 
December 4-5, at the Skirvin Hotel 
in Oklahoma City. 

The association will celebrate 
Oklahoma’s half century during 
1957 with an especially full agenda 
of activities and helpful programs 
for its members. 

Four short courses are planned to 
help dealers meet various current 
problems in keeping profits and 
business good. The 30-day building 
material course will be held Jan- 
uary 14-February 8, at Southern 
Methodist University in Dallas. 

The association’s fourth annual 
“Training Course for Women for 
Front Office Selling” will follow, 


February 11-15, at the University of 
Oklahoma in Norman. 

A four-day-and-night short course 
for training men to operate a light 
construction department is scheduled 
for March 20-23 at Oklahoma A and 
M College in Stillwater. This will 
cover construction, cost estimating, 
and repairs. 

Dates for a three-day-and-night 
course on “How to Sell the Pro- 
fessional Mechanic” at Oklahoma A 
and M Tech, Okmulgee, will be an- 
nounced later. 

Another 1957 highlight will be 
promotion of a state-wide Clean-up, 
Paint-up, Fix-up Campaign in con- 
junction with the Oklahoma Semi- 
Centennial Commission, March 25- 
April 6. 


Breakfast Clinics 
Beckon SLA Dealers 


Industry leaders from all over the 
nation will converge January 23-25 
in Kansas City at the 69th annual 
convention of the Southwestern Lum- 
bermen’s Assn. to show lumber 
dealers how they can put into opera- 
tion the selling forces, management 
skills, and merchandising techniques 
needed in these days of fast-moving 
competition. 

The breakfast clinic Thursday 
morning will probe into the subject 
of “Profit Management” and get 





down to the “brass tacks” of op- 
erating statements and what to look 
for in retail yard management to 
make a profit. Operations of small 
town as well as larger city dealers 
will receive equal attention. Modera- 
tor will be Don A, Campbell, execu- 
tive vice-president of the Kentucky 
Retail Lumber Dealers Assn. 

At the “Owners and General Man- 
agers Breakfast Clinic” Friday morn- 
ing, Southwestern dealers will delve 
into particular top management prob- 
lems. Following breakfast, dealers 
will break into smaller groups to dis- 
cuss five major problems facing their 
industry today, each conducted by a 
top industry expert. Moderating this 
session will be the new president of 
the National Retail Lumber Dealers 
Assn., Paul R. Ely of North Platte, 
Neb. 

Louis Fischer will be the feature 
speaker at the climax luncheon, Fri- 
day. This syndicated columnist and 
foreign correspondent will return on 
January 4 from a several months’ 
trip to the trouble spots of Central 
Europe and the Middle East. He was 
in Budapest on the day the Hun- 
garian revolution broke there. His 
subject will be “Hungary and the 
Middle East in Turmoil ... I Was 
There!” 

Over 200 manufacturers and dis- 
tributors will bring dealers the latest 
in new products and sales promotion 
ideas in exhibits at the Kansas City 
Municipal Auditorium. 

For the first time a Southwestern 


PLAN AND PROMOTE ASSOCIATION ACTIVITIES FOR KENTUCKIANS 
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The 17 men in this photo have been active as officers and 
directors of the Kentucky Retail Lumber Dealers Assn. 
during the past two years. They have planned a balanced 
menu of product exhibits and business sessions for their or- 
ganization’s convention at the Hotel Kentucky in Louisville, 
January 7-9. Four dealers will share their sales strategy in 
a discussion MALA’s Bob Jones will moderate. 

Seated, from left, are Kenneth Lawson, Harlan, presi- 
dent; T. W. Yunt, Louisville, vice-president; Don A. 
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Campbell, Lebanon, secretary-treasurer and executive vice- 
president; Clyde Ruby, Madisonville; W. W. Henderson, 
Hopkinsville; Herman Miles, Louisville; Tudor G. Jones 
Jr., Mayfield; and E. A. Williams, Lawrenceburg. 

Standing, left to right, are Jim Brown, Carrollton; 
Leon Searles, Paducah; H. L. Shannon, Henderson; Horace 
Cull, Harrodsburg; Donald Buzick, Bardstown; W. C. Hale, 
Hickman; R. B. Congleton, Lexington; W. C. Pauley, 
Pikeville; and Leon Gibson, Winchester. 
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convention will feature a Materials 
Handling Center where dealers will 
see a complete array of mechanical 
handling equipment, including fork- 
lift trucks, conveyors, and roll-off 
truck bodies. A materials handling 
clinic on the opening morning of the 
convention will be moderated by 
W. J. Salmon, technical editor of 
Building Supply News. 


Knollmeyer Heads 
Central Missouri Assn. 


The scarce mortgage money has 
not injured the small-town dealer as 
much as it has the city dealer, panel 
members concluded at a recent meet- 
ing of the Central Missouri Assn. of 
Retail Lumber Dealers in Jefferson 
City. The discussion covered the 
topic, “What Happened to the Mort- 
gage Money?” Jack Grobmyer, pres- 
ident of the Southwestern Lumber- 
men’s Assn., served as moderator. 

A banquet concluded the 55th an- 
nual one-day meeting. 

The group elected Francis Knoll- 
meyer of Linn, Mo., president. Wal- 
lace Wimer, Knobnoster, is vice- 
president; Gene Dritt, Leeton, secre- 
tary, and Bob Johns Jr., Sedalia, 
treasurer. 


CONVENTION 
CALENDAR 





January 23-25: Southwestern Lum- 
bermen’s Assn., Municipal Audito- 
rium, Kansas City, Mo. Exhibits. 

February 6-8: Middle Atlantic 
Lumbermen’s Assn., Chalfonte-Had- 
don Hall, Atlantic City, N. J. Ex- 
hibits. 

February 7-8: Mississippi Retail 
Lumber Dealers Assn., Buena Vista 
Hotel, Biloxi, Miss. Exhibits. 

February 12-14: Tennessee Build- 
ing Material Assn., Nashville, Tenn. 

February 13-15: Virginia Building 
Material Assn., John Marshall Hotel, 
Richmond, Va. 

February 21-24: West Virginia 
Lumber and Builders Supply Dealers 
Assn., Greenbrier Hotel, White Sul- 
phur Springs, W. Va. 

March 12-14: Carolina Lumber and 
Building Supply Assn., Charlotte 
Coliseum, Charlotte, N. C. Exhibits. 

March 19-21: Louisiana Building 
Material Dealers Assn., Jung Hotel, 
New Orleans, La. Exhibits. 

April 14-16: Lumbermen’s Assn. 
of Texas, New Dallas Auditorium, 
Dallas, Tex. Exhibits. 

April 25-27: Florida Lumber and 
Millwork Assn., Daytona Plaza Ho- 
tel, Daytona Beach, Fla. 

May 13-15: Building Material 
Merchants of Georgia, General Ogle- 
thorpe Hotel, Savannah, Ga. 
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| expert after a few tries. 





MR. BUILDING SUPPLY DEALER 


FABRICATE Aluminum 
SCREENS and DOORS 


the sony 











“WAY 


A fom Tools, a Few Compo- 
nent parts ... VULCO “Know- 
How” and YOU’RE IN BUSI- 
NESS! In slack seasons, 
switch your idle labor to 
fabricating VULCO Alumi- 
num Screens and Doors. 














Simple, electric saw 
miters channel cor- 
rectly, easily and 


quickly — anyone can become 


Inserts are easily 


placed in posi- a 


tion and presto! 





@ super-strong corner. 













With screen wire in 
position, roller locks 
i i add 


wire in frame; 
spline, and window screen or 
door is complete. 


Vulcan will set you up to 
'_ manufacture Aluminum 
_ Screens and Storm Sash of 
all types, Screen and other 
doors. Vulcan sells no com- 
plete units, only material for 
fabrication. 


VISIT OUR BOOTH NO. 19 — STATLER HOTEL, NEW YORK 
“HOME IMPROVEMENT PRODUCTS SHOW,” FEB. 4, 5, 6 


QUALITY GUARANTEED MAIL COUPON TODAY 


_ (SS BS EEERERRESEEES 
BH to: Vulcan Metal Products, Inc., Dept., SBS 
2801 6th Avenue, South a 
Birmingham, Ala. e 
Please send me complete information about @ 
VULCAN Quality Products and VULCAN a 
Service. No Obligation. 


METAL PRODUCTS, Inc. 


2801 6th Avenue, South NAME 


6 
3 
ADDRESS ee 
a 
a 
| 


Birmingham, Ala. 


NEVER YOUN COMPETITOR 


For more details on above item, use Coupon on Page 59 69 


























Dixie Dealers Hear How to Control Sale and Profits 


“IF INTEREST RATES were free to 
find their own level, I believe there 
would be ample mortgage money for 
today’s building,” Dr. Roy Wenzlick 
of St. Louis, the nation’s foremost 
realty analyst, told 300 persons at 
the fourth annual Southeastern 
Dealer Convention and Building Ma- 
terial Show in Atlanta, November 29. 

Using charts showing business 
cycles and their relation to cycles in 
building activity, Wenzlick described 
the usual swing to institutional, in- 
dustrial, religious, and educational 
building toward the end of a boom. 
The great amount of such building 
currently coming up should indi- 
cate that we have passed the peak of 
this boom, he said. “The greater 
length of this boom, however, 
should help tide the industry over 
the next 13 years. Then there will be 
an upswing in persons reaching 35, 
the biggest homebuying age.” 

Tying in with the convention 
theme, “Control the Sale and Keep 
the Profit!” a forum discussion 
tackled the problem, “How You Can 
Handle Your Own Financing.” 

The forum was moderated by 
Donald L. Moore, editor and man- 
ager of SOUTHERN BUILDING SUPPLIES. 
He said that the 1956 annual S-B-S 
survey of dealer’s financing prac- 
tices showed that 53.6% of dealers 
arrange mortgage financing for 
homes; 36.4% for other buildings. 

Some 33.8% finance instalment 
sales through Title I or straight 
loans through national banks; 33.8% 
through building and loan associa- 
tions; 30.5% through a special finance 
company, and 19.2% with their own 
capital funds. 

Adhemar Renuart of MRenuart 
Lumber Yards, Inc., in Miami Shores, 
Fla., told how arranging FHA Title 
I financing had brought in $125,000 
worth of business for his firm last 
year. Answering a question from the 
floor, Renuart said that advertising 
this “one stop” service helps pre- 


vent customers from arranging their 
own loans with banks and assures 
complete control of the sale. 

Elmer F. Blakey, assistant com- 
missioner for the Federal Housing 
Administration’s Title I activities, 
emphasized that there still is plenty 
of Title I money available—dealers 
just have to sell the jobs. 

W. S. (Red) Sexton, City Lumber 
Co., Inc., Knoxville, Tenn., described 
activities of the Home Owners 
Finance Co., of which he is president. 

This three-year-old organization 
was formed by a group of dealers 
to provide financing for certain types 
of sales. These include sales to cus- 
tomers who want to do their own 
work; those who want to build 
homes in the country, and sales to 
persons who want to pay off a loan 
quickly. 

Loans are made for from two to 
10 years, at a rate of six per cent 
plus insurance. 

“Pet peeves are often the simple 
start of labor trouble,” Montgomery 
W. Egerton, Knoxville attorney and 
labor relations counselor told the 
Southeastern dealers. He explained 
“How to Be Ready When the Union 
Organizer Calls.” 

Analyzing reasons why employees 
jo:n unions, Egerton named discon- 
tent with working conditions with- 
out recourse to management; lack of 
recognition; lack of personal friend- 
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ship between management and labor, 
and fear of violence from other union 
members. 

Meet these problems with kind- 
ness, praise, interest in employees’ 
personal problems, and protection 
against union threats—and you'll 
remove the appeal of organization, 
Egerton pointed out. He cautioned 
that the union organizer is a well- 
trained man, backed by millions of 
dollars, and not to be under-esti- 
mated. 

Rev. Harrison McMains, executive 
director of the Atlanta Christian 
Council, emphasized in a luncheon 
address that business must not be 
impersonal. It should include human 
and spiritual values for real success, 
he said. 

Don A. Campbell, executive vice- 
president of the Kentucky Retail 
Lumber Dealers Assn., asserted that 
a dealer’s lasting success “is based 
on service to the consumer” and 
blamed lack of service for the de- 
cline of some _ businesses today. 
“America’s standard of housing still 
is lower than its standard of living,” 
Campbell said, “as evinced by a 
greater number of cars than bath- 
tubs.” 

At the Wednesday afternoon ses- 
sion, Moderator Art Hood, editor of 
American Lumberman, and_ four 
successful Southeastern dealers shar- 
ed their “know-how” with the con- 





Principals in two panel discussions at 
the Southeastern convention are seen 
here. The panel above includes Kelly 
Hyche of Alabama, DeWitt Dawkins 
Jr. of Florida, Harvey Foskett of Ten- 
nessee, and Charlie Peek Jr. of Geor- 
gia. They told “How to Win the Battle 
for a Satisfactory Profit.” 

The sextet at left contributed to a 
panel discussion of “How You Can 
Handle Your Own Financing.” Seated 
from left are Frank H. Greer, Federal 
National Mortgage Assn. agency man- 
ager; the moderator, Donald L. Moore, 
editor of S-B-S; and Elmer F. Blakey, 
FHA assistant commissioner for Title 
I operations. Standing are W. S. Sex- 
ton of Tennessee; Louis Meer of Ala- 
bama; Adhemar Renuart of Florida. 
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vention audience on “How to Win 
the Battle for a Satisfactory Net 
Profit.” 

Reporting on a survey of dealers 
attending management workshops 
throughout the nation, Hood said that 
the average building material dealer 
was realizing less than 10 per cent on 
his investment and less than 4 per 
cent on his sales volume. He ex- 
plained why a dealer should make 
18 to 22 per cent on his net worth 
(investment) and 8 to 10 per cent on 
his sales volume with a two-times 
turnover. 

The answer, Hood said, was con- 
trol of more consumer sales through 
packaged selling, handling of finan- 
cing, ownership of building lots, and 
other means. He recommended the 
ideal balance of 70 per cent control- 
led consumer sales and 30 per cent of 
contractor and other non-controlled 
sales. He said this would usually 
yield 8 to 10 per cent profit on sales 
volume and 18 to 22 per cent on in- 
vestment. 

Hood deplored the fact that 56 per 
cent of the building materials sold 
were by-passing the retailer because 
the consumer or other parties con- 
trolled the sales. He said that dealers 
should not blame the lack of finan- 
cing, for “you can finance an unlimit- 
ed expansion of your business with 
other people’s money. The consumer 


will make the down-payment on a 
house or packaged improvement. The 
wholesaler will furnish you the in- 
ventory to supply him. And the fi- 
nance company will discount your 
paper!” 

Among the means and ways to 
efficient, profitable management of a 
building supply business discussed 
by Hood and testified to by the four 
dealers participating on the panel 
were compensatory pricing, budget 
control with monthly P/L state- 
ments, control of consumer sales, 


adequate advertising investment, 
appointment of responsible sales 
manager, employment of outside 


salesmen, promotion of end-use pack- 
age selling, development of modern, 
functional “store areas,” catering to 
women customers, cultivation of con- 
tractor sales, control of local building 
lots, promotion of credit sales depart- 
ment, and continuous employee train- 
ing. 

A dealer’s prices should be de- 
termined by, and based on, the 25 
things he does for a contractor and 
the 15 things he does for a consumer, 
Hood said. He recommended three 
price lists for consumers generally, 
depending upon the quantities they 
buy and the services required of the 
dealer—and four price lists for con- 
tractors for similar reasons. Kelly 
Hyche, Jasper, Ala., dealer, declared 


that prices should be set according to 
services rendered and that contrac- 
tors deserved discounts. 

Charlie Peek of Cedartown, Ga., 
and DeWitt Dawkins Jr. of Jackson- 
ville, Fla., told how they had profited 
by applying “cost of doing business” 
survey findings to their retail opera- 
tions, through the use of monthly 
P/L statements in which break-even 
points are carefully considered. 

Harvey Foskett of Gallatin, Tenn., 
said he had established an operating 
loan account at a local national bank 
for the financing of home improve- 
ment jobs. 

Dawkins said he operated his own 
loan company for small-bill sales of 
materials—and made double profits 
by acting as a prime contractor on 
improvement jobs. 

Hyche said his company had found 
an uptown store profitable, because 
its paint, plumbing, and appliance 
departments had attracted women 
customers. He urged dealers to sell 
packaged plumbing improvements 
to get full retail prices and make the 
use of outside salesmen profitable. 

Hood enumerated many of the 125 
end-use packages that outside sales- 
men can profitably sell for a lumber 
dealer. He said the formula for justi- 
fying an outside salesman is a mar- 
ket of 500 families who should buy 
at least $45,000 of materials a year. 


VIRGINIA DEALERS PACK GARIEPY’S MOTIVATION AND SALES CLINIC 
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ENROLLMENT for the recent Moti- 
vation and Sales Clinic sponsored by 
the Virginia Building Material Assn. 
surpassed Secretary-Manager Harris 
Mitchell’s hope for 150 “students.” 
Over 170 enrolled and 162 completed 
the course, held at the University of 
Virginia. 

The clinic was conducted by A. J. 
Gariepy, president of Sales Training 
International, who has held such 
sales meetings and training courses 
all over the world. The theme of 
Gariepy’s talks was ‘““How to Succeed 


and Sell on Purpose.” 

Held primarily for the retail lum- 
ber industry, the class also included 
representatives of building-material 
manufacturing and wholesale com- 
panies. 

The popularity of this Motivation 
and Sales Clinic has prompted Vir- 
ginia association leaders to consider 
more clinics at a later date. 

At the 3lst annual convention of 
the Virginia Building Material Assn., 
the quadrennial exhibition of build- 
ing materials will feature the latest 
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products and services of manufac- 
turers and distributors. The conven- 
tion will be held at the John Marshall 
Hotel in Richmond. 

Secretary-Manager Harris Mitchell 
emphasizes that business sessions 
will be held to a minimum on Feb- 
ruary 13, 14, 15, to allow dealers 
maximum time to study the displays 
and visit with suppliers. 

Winners of the seven cash awards 
in the VBMA “Why Does the Buyer 
Pay More?” contest will be announ- 
ced at the state convention. 
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JOHN D. LOCKTON 


Portrait by Fabian Bachrach 


“,. General Electric People Have Purchased 
More Than #513 Million in Savings Bonds 


“Since the inception of the Payroll Savings Plan for the 
systematic purchase of Series ‘E’ Bonds, May 1941, 
General Electric people have purchased more than 
$513,000,000 in Bonds. 

“Since October 1948, when the General Electric Com- 
pany’s Savings and Stock Bonus Plan was installed, the 
Company has contributed, as a bonus on Savings Bond 
purchases — 962,000 shares of General Electric stock, 
worth $21,000,000 at the time of contribution and 
$58,000,000 currently. 

“Our Bond-buying employees are truly shareholders 
in America—building their personal security and aiding 
the Government in its effort to manage the national debt 


in a way that is not inflationary. 

“As Savings Bonds Chairman of New York State, I 
have undertaken the important job of encouraging other 
companies to install the Payroll Savings Plan as a service 
to their employees. I am proud of the fact that New 
York State has more than 800,000 systematic savers en- 
rolled in the Payroll Savings Plan.” 

JOHN D. LOCKTON, Treasurer 
General Electric Company 

For help in installing the Payroll Savings Plan . . . or 
for assistance in building employee participation in an 
existing plan, write to: Savings Bonds Division, U. S. 
Treasury Department, Washington 25, D. C. 


The United States Government does not pay for this advertising. The Treasury Department 
thanks, for their patriotic donation, the Advertising Council and 
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MANUFACTURER NEWS 





KNOXVILLE, TENN.: The Syn- 
thane Corp. has re-located its sales 
representative, Charles B. Moss, to 
better serve Southeastern customers. 
His headquarters now are at 7400 
Sheffield Drive, West Hills, Knox- 
ville. 


FLUSHING, N. Y.: The Grant 
Pulley and Hardware Corp. announ- 
ces the appointment of Arthur Grus- 
kin as advertising manager. Gruskin 
was assistant to Bernard Cooper, who 


recently resigned as advertising man- 
ager to do agency work. 


SARASOTA, FLA.: Robert G 
Williamson has joined the sales staff 
of the Holly Manufacturing Co., 
makers of heating and air-condition 
ing equipment. He will serve the 
Southeast territory. 

CHICAGO, ILL.: Richard W 


Hughes has been promoted to ad 
vertising manager of the Martin- 





DIERKS BUILDING IS ‘MASTERPIECE OF WOOD’ 


WOOD and native stone were com- 
bined in the modern split-level 
$250,000 building that houses the 
general offices of Dierks Forests, Inc. 
This 75-year-old firm recently mov- 
ed its headquarters from Kansas 
City to Hot Springs, Ark., at the 
new building at 810 Whittington 
Avenue. The local newspaper de- 
scribed it as a “masterpiece of 
wood.” 

Most of the interior walls are 
of pine paneling of various patterns 
and finishes to show the variety of 
Dierks products in use. Other promi- 





nent interior materials used are 
gypsum board, acoustical and plasti 
materials, and stone. 

On the upper level, a large sales 
and general accounting room is sur- 
rounded by semi-private offices of 
departments on one side, and an 


office for business machines on the 


other. 


Executive offices are on the lower 


level. A general conference roon 
is next to these offices. 

A well provides a water-cooled 
air-conditioning system and lawn- 
sprinkling system. 
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Senour Paint Co. He previously was 
sales promotion manager. 


ATLANTA, GA.: Charles H. Lov- 
ette has been made general sales 
manager of the Shower Door Co. of 
America. He formerly was vice- 
president in charge of sales for Sun 
Valley Industries, Inc. Ken Gurley 
is now assistant advertising director 
for the Shower Door firm. 


PHILADELPHIA, PA.: New rep- 
resentative of Stanley Electric Tools 
in Virginia, West Virginia, and 
Washington, D. C., is Herbert G. 
Ewald. He will work out of the 
Philadelphia office. 


CHARLOTTE, N. C.: Eugene P. 
Naylor has been appointed Masonite 
Corp. salesman in North Carolina. 
His headquarters are at 750 Brock- 
bank Road. 


EDMONTON, ALBERTA, CANA- 
DA: Western Plywood Lid.’s multi- 
million-dollar mill was opened re- 
cently at Edmonton. It is the largest 
mill on the Canadian prairies. The 
firm will manufacture “Cottonply” 
plywood: for industrial and home- 
building purposes. 


LANCASTER, PA.: Robert P. 
Crowell, engineer in the quality 
control department of the Armstrong 
Cork Co., has been named manager, 
Quality Control, Building Materials 
Operations. 


NEW BRITAIN, CONN.: G. 
Geoffrey Young has been appointed 
merchandising manager for the 
Stanley Works. He will assist all 
divisions and subsidiaries with trade 
show displays, merchandising dis- 
plays, and exhibits. 


ATTLEBORO, MASS.: The Amer- 
ican Sisalkraft Corp. has been named 
exclusive distributor in the construc- 
tion field for Polyflex 230. This is a 
clear plastic sheet material for glass 
replacement, made by the Plax Corp. 
American Sisalkraft will service re- 
tail building material firms and 
agricultural and floral distributors. 


PATERSON, N. J.: The National 
Flexible Packaging Assn. has pre- 
sented a merit award plaque for 
distinctive packaging to Plastic 
Woven Products, Inc. The associa- 
tion classified the firm’s Air-Lite 
Saran furniture cloth kit as “out- 
standing.” 


DALLAS, TEX.: Alfred M. Eberle 
has been named assistant to the 
general superintendent of the Ruber- 
oid plant in Dallas. Eberle joined the 
firm in 1948 as plant engineer. 


JUNCTION CITY, ORE.: A ban- 
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quet, service pin awards, speeches, 
and other ceremonies marked the 
50th anniversary of the founding of 
the Hult Lumber Co. on November 
30. Founder Julius Hult told of his 
early trials and tribulations of run- 
ning a waterpower sawmill in 1906. 
The firm dedicated one of Oregon’s 
first Tree Farms in 1944. 


ROANOKE, VA.: The W. M. Ritter 
Lumber Co. has moved its general 
offices from Columbus, Ohio, to 
Roanoke. President William M. Rit- 
ter said the offices were moved to 
locate them nearer the center of the 
company’s marketing and manufac- 
turing operations. 


DALLAS, TEX.: The Texoma 
Sales Co. now represents the Griffin 
Manufacturing Co. in the State of 
Texas. From its offices at 4258 Shore- 
crest Drive, the Texoma firm will 








Crown Zellerbach’s New 
Division Boosts Crezon 


Crezon, the tough, weatherproof 
overlay for plywood, has “gradu- 
ated” from Crown Zellerbach’s New 
Products Division to the Industrial 
Sales Division as a proven, accepted 
product. Seven years of research 
and trial preceded the new move. 

William R. Works heads the new 
Fiber Division, established especial- 
ly for Crezon promotion and sales. 
He is shown above with the Crezon 
“graduate.” 

This resin-impregnated cellulose 
fiber sheet is applied to a plywood 
panel and then permanently fused to 
the wood under heat and pressure. 

Seven plywood manufacturers now 
are putting Crezon on their panels. 
They include the Georgia-Pacific 
Corp., maker of GPX Green; Edward 
Hines Lumber Co., Ehlco-Ply; Mount 
Baker Plywood, Inc., Crezon Ply- 
wood; Roseburg Lumber Co., Crezon 
Plywood; St. Paul and Tacoma Lum- 
ber Co., Plyaloy; United States Ply- 
wood Corp., Duraply; and Walton 
Plywood Co., Everside and Everlast. 
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sell Griffin hinges, butts, light build- 
ers hardware, and carded hardware. 


LITTLE ROCK, ARK.: The For- 
dyce Lumber Co. has contributed 
$5,000 to the Arkansas Foundation of 
Associated Colleges. This is the sec- 
ond donation made by the Fordyce 
firm. President E. C. Gates hopes 
it will become an annual contribu- 
tion. 


MEMPHIS, TENN.: The Formica 
Co., manufacturer of plastic lami- 
ates, has opened a new Memphis 
district office here. Robert E. Clune 
is manager. This branch will service 
Formica customers throughout Ar- 
kansas, west Tennessee, and north 
Mississippi. 

CHICAGO, ILL.: Frank F. Elliott 
has been named chairman of the 
board for the Crane Co. Succeeding 
him as president is Neele E. Stearns, 
formerly vice-president for planning 
and development of the Inland Steel 
Co. 


CHICAGO, ILL.: V. R. Belden, of 
the U. S. Gypsum Co., has been made 
president of the Insulation Board 
Institute. Other officers are G. L. 
Oswald, Simpson Logging Co., vice- 
president; Wade W. Hildinger, Na- 
tional Gypsum Co., treasurer; M. M. 
Morris, Celotex Corp., assistant 
treasurer. 


WASHINGTON, D. C.: William D. 
Eisenhauer has joined the technical 
staff of the Timber Engineering Co., 
research affiliate of the National 
Lumber Manufacturers Assn. On re- 
ceiving his master’s degree in wood 
technology from the University of 
Michigan, Eisenhauer joined the 
Weyerhaeuser Timber Co. He then 
served as technologist for the Has- 
kelite Manufacturing Corp. in Mo- 
bile, Ala. 


KANSAS CITY, MO.: Dean D. 
Voskuil has been made Midwestern 
district sales representative for Re- 
public Steel Kitchens. From Kansas 
City headquarters, Voskuil will work 
with distributors in Missouri, Kan- 
sas, Nebraska, and Iowa. 


CHICAGO, ILL.: The Ekco Prod- 
ucts Co., “world’s largest housewares 
manufacturer,” has established a 
sink division. The firm will produce 
a modern line of stainless steel 
sink bowls for residential and insti- 
tutional use. Elmer C. Ziegenfus is 
executive vice-president of the sink 
division. 

PORTLAND, ORE.: F. Sidney Burt 
has been made assistant to the presi- 
dent of the Carvel Nelson and Powell 
Advertising Agency. Burt was for 
eight years advertising and sales 
promotion manager of Dant and 
Russell, Inc. 


HARTFORD, CONN.: The Mon- 
santo Chemical Co.’s Plastic Division 
has joined forces through a distribu- 
torship agreement with the Plax 
Corp. to develop and expand markets 
for Polyflex 100 film and sheeting. 


This will enable Plax to supplement 
its own sales and development ac- 
tivities with resources of Monsanto’s 
large organization and over 60 years 
of marketing experience. 


JACKSON, TENN.: William F. 
Ashby, partner in the Ashby Veneer 
and Lumber Co., has been re-elected 
president of the Fine Hardwoods 
Assn. Other officers are George F. 
Wilhelm, R. S. Bacon Veneer Co., 
vice-president, and Bice A. Roth, 
Amos-Thompson Corp., treasurer. 


YONKERS, N. Y.: The Decro- 
Wall Corp. has announced several 
new distributors for its Decro-Wall 
and Contempo vinyl brick and stone 
wallcoverings. They include the 
Rainbo Paint and Wallpaper Co., 
Cincinnati, Ohio; and Interstate Dis- 
tributors of Dallas, Tex. 


DALLAS, TEX.: The Lofland Co., 
steel fabricating and building sup- 
ply firm, has announced the eleva- 
tion of Ralph F. Lofland to the 
chairman of the board. Robert H. 
Maddux succeeded him as president. 
Maddux joined the firm at its incep- 
tion in 1933, after a successful civil 
engineering career. 


Kawneer Dealers Meet 


The Kawneer Co., fabricator of 
aluminum for the building material 
and other industries, has announced 
an annual Dealer Panel for its Archi- 
tectural Products Division. 

Believed to be the first of its 
kind in this field, the panel will 
develop closer working relationships 
between Kawneer and its 1,200 deal- 
ers. The first panel will meet January 
10-11 at the company’s headquarters 
in Niles, Mich. Discussions will cov- 
er new products, customer service, 
dealer sales programs, business 
trends, and related topics. 


Radio ‘Phones Speed 
Pack River Operations 


Low-range short wave radiotele- 
phones have been put to work to 
speed communication between plan- 
ing mill office and lumber-carrying 
vehicles operating in the lumber 
yard at the Pack River Lumber Co.’s 
Sandpoint, Idaho, mill. 

Officials estimate that they have 
effected up to 40-per-cent savings 
in time in the movement of lumber. 
Pack River’s system includes in- 
struments in the offices of the plan- 
ing mill foreman and the yard fore- 
man, and in the two lift trucks and 
two carriers which operate in the 
yard. 

For some years Pack River has 
linked general offices in Sandpoint 
with plants at Dover, Colburn, and 
Bonners Ferry and other points by 
two-way radio. 
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Lowe Bros. Promotes 
Rhodes, Harn, Others 


E. A. Daniels, president of the 
Lowe Brothers Company of Dayton, 
Ohio, announced several executive 
appointments that recently became 
effective. 

Paul H. Harn, treasurer since 1943, 
became Lowe Brothers’ vice-presi- 
dent and secretary. In his new posi- 
tion he will assist Daniels in the 
company’s general management. 

Edgar W. Fasig, former general 
superintendent, is now vice-presi- 
dent, manufacturing, with full re- 
sponsibility for all technical and 
production operations. 

William C. Rhodes was named to 
the post of vice-president, sales. He 
will have complete charge of all 
phases of sales and marketing. Be- 
fore his promotion, Rhodes was gen- 
eral sales manager. 

Controller Lester L. Hunter was 
appointed treasurer to fill the va- 
cancy left by Harn. Joining the firm 
in 1931, Hunter became controller 
in 1943. 


Mahogany Assn. Moves 


The Philippine Mahogany Assn., 
Inc., has moved to new and larger 
quarters at 1017 Fair Oaks in South 
Pasadena, Calif., after having offices 
in Los Angeles for the past 28 years. 

The new offices are in a new build- 
ing and have walls decorated with 
Philippine mahogany, according to 
Walter G. Scrim, association presi- 
dent. 


‘57 Officers Named for 
Clay Products Research 


Roy A. Shipley, president of the 
Natco Corp., was re-elected chair- 
man of the Structural Clay Products 
Research Foundation at a recent 
meeting in Geneva, III. 

William A. Crossan, Metrovolitan 
Brick, Inc., is vice-chairman; Harry 
C. Plummer, Structural Clay Prod- 
ucts Institute, secretary, and A. C. 
Frisk, Mason City Brick and Tile 
Co., treasurer. 

Elected to the board of manage- 
ment from the South and Southwest 
were L. S. Meyer, St. Louis, Mo.; 
John H. Isenhour, Salisbury, N. C.; 
F. F. Steele Jr., Winston-Salem, 
N. C.; John S. Herbert, Nashville, 
Tenn.; W. S. Sells, Johnson City, 
Tenn. 

Richard H. Bickerstaff, Columbus, 
Ga.; Kenneth W. Dunwody, Louis- 
ville, Ky.; Kenneth H. Merry, Au- 
gusta, Ga.; T. J. Butler, Austin, Tex.; 
J. B. Edwards, Dallas; J. E. Fender, 
Fort Worth; Claude F. Wiseman, 
Charleston, W. Va. 


TRACE MARK 


for business and industry 


IMMEDIATE ERECTION » AMAZINGLY LOW COST 


DIxIsTEEL BurmLpiNcs are planned to suit your specific needs. 
Virtually any length, width, or sidewall height can be obtained 
from standard units. Rigid-frame, clear-span, post-free construc- 
tion. A full variety of accessories available. You can own a 
DrxisTEEL Building for as low as $1.50 per square foot. 


TYPICAL OF THE WIDE VARIETY AVAILABLE 





RETAIL STORE 
This building is 50’ x 100’ 


with no columns or obstruc- 
tions. Decorative front. Ware- 
house space in rear can be 
easily expanded. 








MAINTENANCE SHOP 


This open front clear-span 
building is 30’ x 100’. It is 
ideal for storage of materials, 
parts and equipment. Plenty 
of working space. 











MANUFACTURING 
PLANT 


This multiple building con- 
sists of two 70’ x 100’ units. 
Additional units can be added 
to sides or ends, when expan- 
sion is needed. 











FREE ESTIMATES—NO OBLIGATION 


STEEL BUILDING DIVISION 


Atlantic Steel Company 


P.O. BOX 1714 + ATLANTA 1, GEORGIA + TRinity 5-3441 
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Celotex Steps Up 
Dealer Sales Support 


“The homes U. S. women asked 
for” will be featured by the Celotex 
Corp. in its 1957 national advertising 
and in its 1957 Book of Homes. Henry 
W. Collins, executive vice-president, 
said that the homes were developed 
from ideas set forth at the U. S. 
Women’s Congress on Housing last 
May. 

Collins also announced an adver- 
tising-merchandising campaign “to 
help Celotex dealers get a larger 
share of home-improvement busi- 
ness.” The campaign includes the 
use of space in more than 50 publica- 
tions. 

In the housing ads, readers will be 
told: “You Can Obtain Plans from 
Your Celotex Dealer. 

“He has available complete plans 
and specifications for the home you 
prefer and will show you how to 
stretch your building dollars with 
world-famous Celotex building prod- 
ucts. He will bring you up-to-date 
on modern, money-saving methods of 
construction. And he’ll work with 
you and your builder to complete a 
home designed and built with you in 
mind.” 

An intensive national public edu- 
cation campaign designed as an 
added service to building material 
dealers, was also announced by the 
Celotex Corp. Collins explained that 
the campaign “will seek to activate 
a basic desire for home ownership 
or home improvements. 

“Public relations and _ publicity 
techniques will be used to supple- 
ment advertising which now appears 
in more than 50 consumer and trade 
Magazines each year. Our plan is to 
communicate with the homebuying 
and home-remodeling public through 
every possible means of mass com- 
munications in support of building 
material dealers handling Celotex 
products.” 

Celotex cooperated with the Hous- 
ing and Home Finance Agency, the 
National Retail Lumber Dealers 
Assn., prominent architects, and 
builders in putting the Women’s 
Congress home ideas into plans and, 
in some cases, into actual construc- 
tion. 

The Celotex Corp. has acquired 12 
acres of land and 60,000 square feet 
of buildings in Des Plaines, IIl., as 
a major step in expansion of its re- 
search activities. The property is 
located along the Northwest High- 
way about 17 miles northwest of 
downtown Chicago. 

Celotex, one of the nation’s largest 
manufacturers of building products, 
intends to broaden and intensify its 
program of scientific research and 
development, President O. S. Mansell 
said. “The Des Plaines location will 
become the main center of Celotex 
research. Existing facilities in other 
states will be maintained.” 
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HAROLD B. BOSTWICK has been 
made sales representative for Florida 
and the surrounding area for the 
Standard Wire Cloth and Screen Co., 
Brookhaven, Miss. Bostwick lives in 
St. Petersburg. In addition to the 
firm’s line of insect wire screening, 
Bostwick will handle Keystone alu- 
minum frameless tension screens. 


Screen Products Firm 
Moves, Sets Up Subsidiary 


Extensive expansion in marketing 
plans and manufacturing facilities, 
including formation of a new sub- 
sidiary, was announced for the Amer- 
ican Screen Products Co., Miami, 
Fla., by President John D. Foskett 
at the conclusion of a_ three-day 
closed meeting of 35 regional sales 
managers, agents, and representa- 
tives recently in the Biscayne Terrace 
Hotel. The firm produces finished 
aluminum screens, Har-Vey hard- 
ware for slide-a-fold and sliding 
doors, Homeshield aluminum screen 
and storm sash components. 

Foskett disclosed that the firm had 
established the Metal Screens Corp. 
in Miami. Louis Cayll, until this 
month general manager in Miami 
for American Screen Products, is 
president and general manager of 
the new organization. 

Foskett announced that the Ameri- 
can Screen Products Co. was re- 
locating its corporate, sales, design, 
and engineering offices in Elmhurst, 
Ill., near Chicago. The company has 
manufacturing plants in Miami, Fla., 
El Monte, Calif., and Chatsworth, II. 

The Metal Screens Corp., the new 
subsidiary, took over the parent 
company’s present offices and plant 
in Miami this month. The new firm 
will manufacture and sell finished 
aluminum screens, and screen and 
storm sash components, exclusively 
for the expanding Florida and Latin- 
American markets. 


Roof Drainage Producers 
Form National Institute 


The Roof Drainage Manufacturers 
Institute was organized recently in 
Chicago, Ill. The members of this 
group produce roof gutters conduc- 
tor pipe, formed valleys, ridge rolls, 
edging and flashing, together with all 
necessary accessories such as elbows, 
miters, hangers and fastening de- 
vices. 

E. J. Cullen of the Inland Steel 
Products Co. was elected chairman 
of the board of directors. R. L. Seiple 
of the Republic Steel Corp., Berger 
Division, was elected vice-chairman, 
Hunter-Thomas, Associates, of Cleve- 
land, Ohio, were selected as man- 
aging directors. 

The charter members of the as- 
sociation are: Alabama Metal Lath 
Co., Birmingham, Ala.; Ceco Steel 
Products Corp., Chicago, Ill.; Cin- 
cinnati Sheet Metal & Mfg. Co., Cin- 
cinnati, Ohio; Conklin Tin Plate & 
Metal Co., Atlanta, Ga.; Inland Steel 
Products Co., Milwaukee, Wisc.; Na- 
tional Steel Products Co., Div. of 
Weirton Steel Co., Weirton, W. Va.; 
Benjamin P. Obdyke, Inc., Philadel- 
phia, Pa.; Reeves Steel & Mfg. Co., 
Dover, Ohio; Republic Steel Corpora- 
tion, Berger Division, Canton, Ohio; 
Superior Metal Products Co., Niles, 
Ohio; William Wallace Co., Belmont, 
Calif., and the Wheeling Corrugating 
Co., Wheeling, W. Va. 


Mackie, English Chosen 
by Shingle Manufacturers 


R. D. Mackie of Aberdeen, Wash., 
was named president of the Red 
Cedar Shingle Bureau at the 40th 
annual meeting on December 7 in 
Seattle. N. A. English of Vancouver, 
B. C., was elected vice-president. 
Virgil G. Peterson of Seattle was re- 
elected secretary-manager. 

Reports by officers disclosed that 
bureau membership now stands at 
123 shingle producers and 30 manu- 
facturers of machine-grooved shakes. 
In addition, 75 handsplit shake man- 
ufacturers are participating in the 
bureau’s grading and inspection pro- 
gram for shakes. This is an increase 
of 27 new members during the year. 

Advertising and promotion of 
shingles and shakes will continue 
strong, and increased efforts will be 
made to open up new markets, Pet- 
erson said. 

Shingle producers from Washing- 
ton, Oregon, and British Columbia 
heard a stimulating talk by Mrs. 
Edith Brazwell Evans, Living for 
Young Homemakers magazine edi- 
tor. She has won national recognition 
in the homebuilding and home fur- 
nishings industries for her research 
in the young married market, which 
she assayed. 
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SILENT SALESMEN 





WESTERN PINE DISPLAYS 


The Western Pine Assn. offers a 
broadside showing 10 ideas for dis- 
play panels, plus low-cost literature 
to go with the displays. 

The broadside shows how to fea- 
ture every lumber type from pan- 


HOME PLAN BOOK 


A detailed analysis of what any 
given home will cost to build, as 
determined by a former FHA cost 
expert, is contained in the sixth 
volume of “Homes for Living.” 
This 128-page house-plan book 
also includes a discussion of the role 


the lumber dealer plays in home- 
building. Floor plans and descrip- 
tions of 82 houses of wide variety 
are included. 

Contact: Homes for Living, Inc., 
Dept. SBS, 89-51 164th Street, Ja- 
maica 32, N. Y. 


HOLDS ‘HOW TO’ BOOKS 


This counter display rack is avail- 
able to building material dealers to 
hold “how to” booklets offered by 


eling through dimension by actual 
demonstration in the panels. It also 
tells how the display itself can be 
built in the lumber yard. Each panel 
is 32” wide by 80” high. 

Contact: Western Pine Assn., Dept. 
SBS, 510 Yeon Building, Portland 
4, Ore. 


"| Dickey) Dealer 


Another good reason why if pays to be a 


LUMBER CALCULATOR 


An easy-to-use calculator developed 
by the Lumber Dealers Merchandis- 
ing Service in collaboration with the 
Weyerhaeuser Sales Co. prices 
lengths of lumber in seconds. 

The calculator provides prices for 
a complete range of lumber lengths, 
from 8’ to 20’, in 18 sizes. 

Contact: Lumber Dealers Mer- 
chandising Service, Inc., Dept. SBS, 
8th Floor Palace Building, Minne- 
apolis 1, Minn. 


Dickey Perma-Line Pipe 
to lay faster, economical 


house sewers 


WINDOW DISPLAY 


Dealers can display and demonstrate 
the quality features of the Woodco 
R. O. W. deluxe removable wood 
window with this display. It allows 
the customers to examine closely 
and compare the fine construction 
and superior operating ease. 

The display measures 31” wide, 
30” deep, and 78” high. 

Contact: Woodco Corp., Dept. SBS, 
Box 31, North Bergen, N. J. 


Longer Dickey vitrified salt-glazed clay sewer 
pipe for house connections is now made at all 
of the W. S. Dickey Clay Mfg. Co. plants. Your 
customers can lay tighter, better house sewers 
. . . faster and more economically. They save 
because there are fewer pieces of pipe to han- 
dle and less joints to make — with Dickey 
Perma-Line Pipe. These savings to customers 
can be converted into profits for dealers who 
carry the complete line of Dickey Perma-Line 
Pipe and Dickey Products. 





Providing improved sanitation for better living 


W. S. DICKEY 


CLAY MFG. CO. 


Dickey Sanitary 
Salt-Glazed Clay Pipe 


ALWAYS IN DEMAND 


Birmingham, Ala., Chattanooga, Tenn., 
Kansas City, Mo., Meridian, Miss., 
San Antonio, Tex., Texarkana, Tex.-Ark. 





If it’s, made of clay it’s good . . . if it’s made by Dickey it’s better 


For more details on above item, use Coupon on Page 59 
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Johns-Manville, covering remodeling 
and repair projects. 

Each booklet is profusely illus- 
trated with full-color pictures and 
step-by-step instructions. They cover 
designing and installing a beautiful 
floor; ceilings, building attic rooms 
and basement rooms, and building 
a Flexboard garage. A booklet on 
garden tool sheds will soon be avail- 
able. 

Contact: Johns- Manville, Dept. 
SBS, 22 East 40th Street, New York 
N.Y. 


COST ESTIMATING 


An estimate book has been released 
by the agricultural division of the 
Masonite Corp. to aid dealers in 
making a package price for any of 
the 17 farm structures for which 
plans are shown. 

Following the page on which a 
farm structure is pictured and its 
features summarized, the estimate 
sheets list a bill of materials and 
space for the dealer’s prices. Each 
plan specifies Masonite all-purpose 
Farm Board, a 4” tempered hard- 
board. 

Contact: Masonite Corp., 
SBS, Box 777, Chicago 90, IIl. 


Dept. 


D-1-Y RAILINGS 


A colorful counter card boosts sales 
of Versa ornamental iron railings 





NEW BEAUTY 


All Bi | . 
Ree DO-IT-YOURSELF 





and columns by showing how easy 
it is to install them. 

A pocket holds take-home litera- 
ture, which gives complete instruc- 
tions for the Do-It-Yourself custo- 
mer. It also tells “how to plan” and 
“how to order.” The counter card 
and literature are part of the Versa 
promotional plan to push pre-pack- 
aged wrought iron railings to the 
D-I-Y market in ’57. 

Contact: Versa Products Co., Dept. 
SBS, Lodi, Ohio. 


SHOWS WIRE BRUSH USES 


This compact display holds a pack- 
aged assortment of wire brushes for 
small electric tools. 

A colorful red, white, and black, 
the display illustrates some of the 
many uses of the brushes, including 
cleaning blackened pots and pans. 


The assortment includes 14 wire 
wheel brushes, four cup-type brush- 
es, and three arbors for attaching 
wheel brushes to power hand tools. 

Contact: Anderson Corp., Dept. 
SBS, 1029 Southbridge Street, Wor- 
cester, Mass. 


D-I-Y TOOL CATALOG 


“Do It Better With Stanley Tools” 
is a catalog especially suited for Do- 
It-Yourself enthusiasts. 

Because it contains a complete 
correlation of descriptive, illustra- 
tive, and instructional material for 
each tool, the hobbyist or mechanic 
can quickly tell just which tool best 
suits his purpose. 

Contact: Stanley Works, 
SBS, New Britain, Conn. 


Dept. 


PLYWOOD DISPLAY 


Ths new Atlas plywood paneling 
merchandiser stands free on its own 
base or can be hung on the wall. 

It shows samples of eight plywood 
panels in large enough sections for 
the customer to visualize them on 





walls, yet compact enough for show- 
ing in limited space. The four-sided 
drums revolve. 

The unit measures 3%’ long and 
3’ high. The fancy plywood panels 
can be changed at any time to keep 
displays up to date. 

Contact: Atlas Plywood Corp., 
Dept. SBS, 1432 Statler Building, 
Boston 16, Mass. 


WINDOW WEATHERSTRIP 


“What Every Home Buyer Should 
Know About Windows” is a colorful 
booklet for consumers, telling the 
story of Zegers Dura-seal weather- 
strip. 

Pointing out that from 30% to 
70% of most homes is now devoted 
to window space, the booklet ex- 
plains the importance of a really 
good weatherstrip in keeping heat- 
ing and cooling costs down. Selling 
points of Dura-seal are detailed’ 

Contact: Zegers, Inc., Dept. SBS, 
8090 South Chicago Avenue, Chi- 
cago 17, Iil. 


BETTER HOME LIGHTING 


A kit has been prepared by General 
Electric to help dealers promote the 
industry-wide Live Better-Electric- 
ally program. 

Part of a “Light for Living” sales 
package, the kit contains advertising 
and promotional material. The heart 
of the kit is the “Builders Book of 
Lighting” that contains facts and 
ideas that add more sales value to 
a home. 

Also included are “How to Dec- 
orate and Light Your Home,” a full- 
length book; “See Your Home in a 
New Light,” a basic handbook of 
tested lighting recipes; “Wall Light- 
ing Guide”; “Lighting Fixture 
Guide”; “Dimming Systems,” a guide 
to inexpensive light-control systems, 
and “Selling Sentences,” a pocket- 
size booklet of sentences to help real 
estate salesmen demonstrate advan- 
tages of “light conditioning.” 

Contact: General Electric, Dept. 
SBS, Nela Park, Cleveland 12, Ohio. 
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VINYL-CORK TILE. The Dodge 
Cork Co., Dept. SBS, Lancaster, Pa., 
offers its 1957 catalog containing 
full-color illustrations of available 
tile-flooring patterns. It includes a 
complete color chart, design data, 
together with installation instruc- 
tions and maintenance information. 


HEATING PIPES, DUCTS LIST. An 
up-to-date, simplified list of pipes, 
ducts, and fittings for warm-air heat- 
ing and air-conditioning systems may 
now be obtained from Superintend- 
ent of Documents, Government 
Printing Office, Dept. SBS, Washing- 
ton 25, D. C., for 10 cents. “Simplified 
Practice Recommendation R207-56” 
includes sketches to identify listed 
items. 


PERLITE PLASTER. The Perlite 
Institute, Dept. SBS, 45 West 45th 
Street, New York 36, N. Y., offers 
a new brochure highlighting advan- 
tages of perlite plaster walls and 
ceilings in homebuilding. The pro- 
motional piece is specifically design- 
ed for prospective homebuyers. It 
explains the characteristics of per- 
lite and its uses for fireproofing, noise 
reduction, and insulation. 


SLIDING GLASS DOORS. Catalog 
1000 pictures and describes the 
Miller “1000 Series” sliding glass 
doors. The aluminum frames are 
interchangeable for dual or single 
glazing, cutting down the dealer’s 
inventory. Frank B. Miller Manu- 
facturing Co., Inc., Dept. SBS, 3216 
Valhalla Dr., Burbank, Calif. 


VERMICULITE FIRE RATINGS. 
“Vermiculite Fire Resistance Ratings 
for Plaster, Acoustical Plastic, and 
Concrete” is offered by the Vermi- 
culite Institute, Dept. SBS, 208 South 
LaSalle Street, Chicago 4, Iil. Com- 
pact and comprehensive, the book- 
let shows fireproofing details for 
both concrete and steel roof and 
floor assemblies, columns, beams, 
girders and trusses, panel or spand- 
rel walls, and solid plaster partitions. 


PLASTERING ACCESSORIES. The 
Powell Steel Products Co., Dept. 
SBS, P. O. Box 1000, Addison, I11., 
offers a handbook of lathing and 
plastering accessories. Five pages 
show construction details. One table 
summarizes every common acces- 
sory, specifying grounds, gauge and 
type of steel, prices, and feet per 
carton. 


WINTER CONCRETING. “Recom- 
mended Practice for Winter Concret- 
ing” is a revised standard published 
by the American Concrete Institute, 
Dept. SBS, 18263 West McNichols 
Road, Detroit 19, Mich. Selling for 
75 cents, it covers the use of ac- 
celerators and antifreezes, heating of 
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materials, preparation of subgrade, 
protective coverings and enclosures, 
curing, and form removal. 


WALLBOARD FILM. “Especially 
for You” is a training film for deal- 
ers and wholesalers to teach sales- 
men successful techniques for selling 
Marlite wallboards. The film also is 
used as an effective selling tool 
with builders, architects, and other 
groups. Marsh Wall Products, Inc., 
Dept. SBS, Dover, Ohio. 








FORK LIFT TRUCKS. The winter 
issue of the Lewis-Shepard Lever, 
a magazine for fork-truck users, con- 
tains tips on buying various models 
of trucks, ideas for better materials 
handling, as well as humorous non- 
related articles for general enter- 
tainment. For a free subscription to 
the magazine, contact Lewis-Shepard 
Products, Inc., Dept. SBS, Water- 
town 72, Mass. 


FLUSH DOOR FOLDER. The Atlas 
Plywood Corp., Dept. SBS, 1432 
Statler Building, Boston 16, Mass., 
has issued a comprehensive folder 
on hollow and solid-core flush doors. 
A section is devoted to specifications 
and species. Special mention is made 


DIAL“HUttig 13” for SERVICE! 





MANUFACTURERS 
... all kinds of 








HUTTIG IS AS NEAR AS 
YOUR TELEPHONE! 


Your specifications are handled quickly 


from our convenient assembly plants - ware- 


houses. 


.complete stocks of quality building pro- 
ducts! Our representatives are ready to help 
you with your customers’ problems, if you 
wish! Why not call your Huttig man, now? 


HELPING YOU BUILD THE SOUTH 





. millwork to order or from stock 


Quality Millwork, 
Doors, Windows, 
Window Units, Door Units 


DISTRIBUTORS 
nationally - known 
BUILDING PRODUCTS 


ANDERSEN Windowalls 
GENERAL flush doors 
TWINDOW 
THERMOPANE 
BERRY steel garage door 
MARLITE products 
UPSON wallboards 
KIMSUL insulation 
INSULITE products 
TEMLOK insulation 
REYNOLDS windows 
ARMATOL wood preserver 
MIAMI bathroom cabinets 
PRECISION stairways 
DURALL tension screens 
COFFMAN ornamental iron 
WEISER lock hardware 

. . and many others 





(4 SASH & DOOR CO. 






Since 1885 « St. Louis 10, Mo. 


*Birmingham Sash & Door Co. 
**Memphis Sash & Door Co. 


For more details on above item, use Coupon on Page 59 79 





DEALERS... - 
DISTRIBUTORS: 


Franchises 
Now Available 


* Consumer-preferred 
* Easy-To-Sell 
* Profitable 


BELLMHOUSI 


ALUMINUM 
AWNING WINDOWS 








New Features 


% Double Seal Construction 
provided by Tubular type 
weather trap. 

% Extruded Aluminum 
provides modern durable 
construction and minimum 
maintenance. 

% Factory Glazing Optional 
provides low selling cost and 
trouble free glazing; double 
strength glass only. 

Take a minute now to learn about MORE 
Bellhouse exclusive sales appeal features .. . 
the long-profit and low stock requirement 
feature of your Bellhouse franchise . . . the 
fast-growing demand for this better engi- 
neered window. Standard and modular sizes, 
shipped with or without glazing . . . fast 
delivery on large or small orders. Specify 
your territory requirements when you ask for 
further particulars. Write or phone today for 
prompt attention. 


S121 LFOUSI 
AWNING WINDOWS 
Okeechobee Road At 
Military Trail 
West Palm Beach, Fla. 
Phone TEmple 3-1733 


For more details on above item, use Coupon on Page 59 


of a new sanding technique that 
brings out the beauty of the door 
face grain with greater vividness. 


SHOWER CABINETS. A new color 
catalog introduces the complete line 
of Bathe-Rite shower cabinets. Pro- 
fusely illustrated, the catalog shows 
installations in master baths, guest 
rooms, apartments, dormitories, mo- 
tels, and industrial installations. 
Write for catalog No. 740 to Bathe- 
Rite Division, Milwaukee Stamping 
Co., Dept. SBS, Milwaukee 14, Wis. 


NAILS IN TREATED LUMBER. 
“Nails and Spikes in Creosote-Pres- 
sure-Treated Southern Pine Poles 
and Timbers” is a report on research 
conducted at the Wood Research 
Laboratory of Virginia Polytechnic 
Institute. It discusses all factors in- 
volved and includes tables showing 
effectiveness of various nails and 
spikes. Independent Nail and Pack- 
ing Co., Dept. SBS, Bridgewater, 
Mass. 


GARAGE DOORS. The Calder Man- 
ufacturing Co., Dept. SBS, Lan- 
caster, Pa., offers a catalog containing 
16 pages of condensed technical facts 
on Calder’s residential, commercial, 
and special purpose doors and elec- 
tric operators. It includes detailed 
diagrams, charts, photos, and tables. 


RADIAL SAW BOOK. “Getting the 
Most Out of Your Radial Saw” is 
a modest-priced gift for any home 
workshop enthusiast. The 110-page 
book shows how to use and take 
care of a radial saw. It sells for 99 
cents. Delta Power Tool Division, 
Rockwell Manufacturing Co., Dept. 
SBS, 461 North Lexington Avenue, 
Pittsburgh 8, Pa. 


DRY BASEMENTS. “How to Make 
Dry Basements” is a 16-page pocket- 
size booklet tor both builder and 
home-owner. The booklet is divided 
into two sections — how to make 
dry basements (1) in new homes and 
(2) in existing homes. Twelve causes 
of damp basements and their pre- 
vention are discussed. Medusa Port- 
land Cement Co., Dept. SBS, 1000 
Midland Building, Cleveland 15, 
Ohio. 


CONCRETING METHODS. The 
Richmond Screw Anchor Co., Inc., 
Dept. SBS, 315 South Fourth Street, 
St. Joseph, Mo., offers detailed in- 
formation on job-tested concrete 
form-tying and anchoring methods. 
The handbook supplies essential data 
and drawings of interest to anyone 
concerned with concrete. Six pages 
of blueprints show many aspects of 
form design and construction. 


WATERPROOFING WALLS. “Paint- 
ing and Waterproofing Brick and 
Tile Walls” is the subject of the 
Vol. 7 No. 9 issue of Technical Notes 
published by the Structural Clay 
Products Institute. It is offered by 
the Southern Brick and Tile Manu- 
facturers Assn., Dept. SBS, Candler 
Building, Atlanta 3, Ga. 


REDWOOD FINISHES. The Cali- 
fornia Redwood Assn., Dept. SBS, 
576 Sacramento Street, San Francis- 
co 11, Calif., has issued a four-page 
supplement to the Redwood Data 
Sheet 4B3-1, Natural Exterior Fin- 
ishes. The result of careful screening 
and testing of 264 commercially 
available finish systems, this supple- 
ment lists the products that passed 
the redwood association’s standards. 


“METAL LATH Attached Directly 
to Wood Supports” is the topic of 
the latest free technical bulletin 
offered by the Metal Lath Manufac- 
turers Assn., Dept. SBS, Engineers 
Building, Cleveland, Ohio. Included 
in the specifications section are rec- 
ommended methods for nailing 
metal lath to wood studs, and nail- 
ing or nailing-and-tying metal lath 
to wood joists. 


STEEL STUDS. Chan-L-Form steel 
studs — the latest development in 
hollow wall construction—are de- 
scribed in a colorful folder. It gives 
sizes, methods of partitioning, what 
studs to use in framing openings, 
heights and widths, types of lath, 
positioning of runner tracks, and 
architectural specifications. Bostwick 
Steel Lath Co., Dept. SBS, Niles, 
Ohio. 


PLASTIC COMPOUNDS. The Per- 
magile Corp. of America, Dept. SBS, 
37-23 33rd Street, Long Island City 
1, N. Y., offers a brochure on three 
new plastic compounds for joining, 
filling, cladding, and surfacing ma- 
sonry materials. 


* 


Appraisal Manual 


The American Society of Ap- 
praisers has published its second 
completely new Appraisal and Val- 
uation Manual. This is a_ source 
book of latest authoritative informa- 
tion on the solution to appraisal and 
valuation problems faced by busi- 
ness and government. 

Edited by a board of which Paul 
B. Coffman, president of Standard 
Research Consultants, Inc., is chair- 
man, this 500-page manual includes 


*40 new technical studies prepared 


by top-ranking appraisal and valua- 
tion experts. These studies cover 
valuation and appraisal in _ all 
branches of real estate, architecture, 
building construction, public works, 
engineering, insurance, accounting, 
law, taxes, assessments, banking and 
finance, public utilities, industry, 
commerce, fine arts and antiques, 
and government. 

Complete with a bibliography of 
other written works on specialized 
subjects in the field, this Appraisal 
and Valuation Manual costs $15 
from the American Society of Ap- 
praisers, Manual Division,,,.Dept 
SBS, 119 West 57th Street, New 
York 19. N.Y. 
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DEALER NEWS 





KANSAS 


BURDEN: A thief recently gained 
entrance to the Alexander Lumber 
yard display and office building and 
made off with $700 worth of mer- 
chandise — plus 40 cents. A brace 
and bit were used to bore holes 
in a square pattern in the wall, 
which was pushed out to enable the 
thief to enter. 


JENNINGS: The Foster Lumber 
Co. has its second new manager 
within a three-week period. Now 
at the helm is J. H. Hulse, who 
formerly was with a Foster yard 
in Colorado. Hulse succeeded Ber- 
nard Memichek, who resigned after 
managing the yard two weeks fol- 
lowing his replacement of Ray Smith. 


LOUISIANA 


MORGAN CITY: Ed Dupont has 
opened a lumber and supply firm 
on highway 90. The Dupont firm 
offers “night and day service seven 
days a week.” Dupont also is a con- 
tractor. 


CHARTERS OF INCORPORA- 
TION: Locascio Building Materials 
and Hardware, Inc., Hammond; 
Pooler Building Materials, Inc., 
Lafayette. 


Ad Readers Win Bonds 


Winners of $25 U. S. savings bonds 
in a Marlite dealer telephone quiz 
include Tom Gadsden, Bond-Howell 
Lumber Co., Daytona Beach, Fila., 
and C. F. Wortham, Plywood Center, 
Richmond, Va. 

The prizes were won by 24 out of 
25 dealers, called by lot, for correct- 
ly repeating the words of the head- 
line in a current Marlite ad in Better 
Homes & Gardens. 


Temple Promotes Watson 


J. B. (Cap) Watson has been 
promoted to district manager for 
the Temple Lumber Co., in charge 
of six yards in the Rio Grande Val- 
ley. He joined Temple in 1925 at 
the Dallas yard. Later he served 
in Houston, Corpus Christi, and 
McAllen. 

D. G. McNair, general manager 
of the retail division, also announ- 
ced that James E. Parr is now man- 
ager of the Corpus Christi yard, and 
W. Temple Webber Jr. now manages 
the Lufkin yard. 
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FLORIDA 


TAMPA: The Lindsley Lumber 
Co. has opened its fifth store in the 
Tampa Bay area at 4335 East Hills- 
borough. The opening event included 
Do-It-Yourself demonstrations for 
various products; refreshments, and 
music. The new yard features drive- 
in parking, self-service, and all mer- 
chandise under one roof. 


nig 


i 


E 


KENTUCKY 


GLASGOW: P. M. Byrn and Wil- 
liam C. Strode have bought the E. H. 
Harris Lumber Co. Strode managed 
the Harris firm for the last two years 
and has been in the lumber business 
nine years. Byrn was associated with 
the Harris yard in Bowling Green 
for six years. 


NORTH CAROLINA 


KINGS MOUNTAIN: Drace M. 
Peeler recently was elevated from 
secretary-treasurer to president of 


Sour 


Y 


TARTER, WEBSTER & JOHNSON 


ARE MANUFACTURERS AND DISTRIBUTORS OF 


Sugar and Ponderosa Pine Shop and Selects 


Sugar and Ponderosa Pine Boards 
Douglas and White Fir Shop and Selects 
» Douglas and White Fir Dimension and Boards 


incense Cedar Boards 


Redwood Siding and Finish 


“Pp 


onderosa Pine and Fir Mouldings 


Pine Sash and Pane! Doors 


In addition WED ox actively engaged in the 


procurement and distribution of all West Coast lumber 
products and maintain buying offices in producing areas 
to give the trade complete one-call service. 


ae Tanrer.Wesster « Jounson. Inc. 


P.O. BOX 3498 
San Francisco 19, California Wa) 
PRospect 6-4200 Teletype SF 211 
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Long-Sell 


BARN POLES: 


putmore profit 
in your pocket 


all 


— 





Demand continues to grow for pole- 
type jobs for dairy and beef cattle 
pole barns, for machinery storage, in 
fact for scores of farm and small 
industrial operations. 

Jobs put up with Long-Bell Pressure- 
Treated poles jast longer, look better, 
sell easier . . . and put more profit 
in your pocket. 

Manufacturers of these other “life- 
time” products — 


CREOSOTED SOUTHERN YELLOW PINE & 


DOUGLAS FIR: 
POSTS + POLES «+ PILING 
LUMBER + CROSS ARMS « TIES 


WOLMANIZED® DOUGLAS FIR LUMBER 
UNTREATED FABRICATED TRUSSES 


410 T&P Pass 
Station Bidg. 
Ft. Worth, Texas 


415 New Moore Bldg. 
San Antonio, Texas 


629 W. Bidg. 
Houston, Texas 


3402 McFarlin St 
Dallas, Texas 


P.O. Box 192 


DeRidder, La. Leonhardt Bidg. 


Okla. City, Okla. 


There Is No Substitute 
For The L-B Brand 





en 
INTERNATIONAL PAPER COMPANY 

SpivVvis tod wW 
KANSAS CITY,MO. «© LONGVIEW, WASH. 
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the Elmer Lumber Co., Inc. He suc 
ceeded his late father. Other officers 
are Mrs. B. S. Peeler, vice-president, 
and B. S. Peeler Jr., secretary-treas- 
urer. 


TEXAS 


HOUSTON: The Shadow Oaks 
Lumber Co. has bought 150 lots in 
the Shadow Oaks addition. E. Elmo 
Clark, president, announced that 
40 homes are going up in another 
section of the subdivision. 


FORT WORTH: The John E. 
Quarles Lumber Co. has elected 
H. B. Stuck president and James 
H. Randall vice-president and gen- 
eral manager. Stuck owns an adhe- 
sive firm, and Randall is a salesman 
for the Quarles firm. 


CONROE: The Pierce Hobbs Lum- 
ber Co. recently held a three-day 
“Open House” sale to attract visitors 
to see its modern new store. It is 
said to be one of the most complete 
one-stop building centers in the 
area. The firm was established by 
the late Pierce Hobbs and has grown 
rapidly under the supervision of his 
widow and Manager Jerry Futch. 


HOUSTON: W. Cecil Sisson has 
bought the Jimmie James Lumber 
Co. property. He announced that 
plans are being drawn up for future 
construction of an office building, 
which will house the Sisson Mort- 
gage Co., Sisson and Murray Insur- 
ance Agency, and Sisson Appraisal 
Service. 





Think Youve Sota Headache’ § . 


OKLAHOMA 


PAWHUSKA: J. E. Wright is new 
secretary of the Pawhuska Chamber 
of Commerce. Formerly he was sales 
manager for the Benson Lumber Co. 


WEWOKA: The Stephenson - 
Browne Lumber Co. suffered dam- 
age estimated up to $3,000 when 
a car crashed through a front plate- 
glass window. The car driver was 
trying to stop at the curb in front 
of the building but stepped on the 
accelerator instead of the brake. 
Cans of paint were scattered, and 
a fire truck came to the scene im- 
mediately in case of the outbreak of 
fire. The driver was not injured. 


MISSOURI 


CLINTON: Herbert L. Benson and 
his sons, George and Robert, have 
purchased the E. D. Sayles Lumber 
Co. Sayles opened the firm in 1909. 
No change was made in personnel. 
The Benson family operates yards 
in Garden City, Belton, Eldon, and 
Pleasant Hill, plus a distributorship 
in Sedalia. 

CHILLICOTHE: The new owner 
of the Chillicothe Lumber Co., the 
W. H. Arnold Log and Lumber Co. 
of Hannibal, has announced expan- 
sion plans for the Chillicothe firm. 
The Cherry Street kiln will continue 
custom drying, as well as drying 
lumber for its own marketing. 


LOUISIANA: Warren Leland Rich 
and his wife have joined the staff 





“NO DISPLAY” GETS ATTENTION APLENTY! 


What could have been a disaster when the Insulite display didn’t arrive at the 
Oklahoma Lumbermen’s Assn. recently was turned into one of the most popular 
“displays” through quick thinking of Salesmen Frank Mackey and Mike Klein. 


Mackey, far left, and Klein, second from left, dreamed up this “Headache Bar 


7” 


— and were kept busy dispensing free aspirin and bromos to dealers who visited 


Insulite’s unusual “emergency 


” 


exhibit. 
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of the Louisiana Lumber Co., as 
part of its expansion program. He 
has had extensive experience in the 
home improvement field and his 
wife had done interior decorating 
for Burdine’s in Florida. 


ARKANSAS 


HEBER SPRINGS: The Stanley 
Stair Lumber Co. has a new show- 
room and office building. The new 
building is constructed of a new type 
of block, brick, and glass. A lumber 
shed and storage facilities for heavy 
building materials are in the rear. 





OBITUARIES 





WALKER LITTLE GADDY, 68. Co- 
owner, W. L. Gaddy Co. and Latta 
Builders Supply Co., Latta, S. C 
ED SCHULTZ, 78. Retired manager, 
Stephenson - Browne Lumber Co., 
Chickasha, Okla. 

ROBERT STANLEY DAWSON. 
President, the Dawson Corp., Louis- 
ville, Ky., lumber firm. 

BUFORD MILTON PARKER, 61. 
Owner, Parker Lumber Sales, Dal- 
las, Tex. 

DOUGLAS KNOX BEMIS, 53. Vice- 
president, Ozan Lumber Co., and 
president, Delight Oak Flooring Co., 


Prescott, Ark.; executive board 
member, Keep Arkansas Green 
program. 


EDWIN B. LINDSAY. Retired presi- 
dent, Southern Lumber Co., Warren, 
Ark. 


BENJAMIN B. FOSTER II. Assistant 
secretary, Foster Lumber Co., Kan- 
sas City, Mo. 


JOHN PHILIP WEYERHAEUSER 
JR., 57. President, Weyerhaeuser 
Timber Co., Weyerhaeuser Steam- 
ship Co., and American Forest 
Products Institute, Tacoma, Wash., 
and director, Boeing Airplane Co. 


A. HARRY FISCHER, 72. Veteran 
manufacturers’ agent for the Unique 
Sash Balance Co. and other pro- 
ducers in Southeast from Atlanta, 
Ga. 


WILLIAM C,. HENRY, 40. Professor 
of accounting at University of Ten- 
nessee, Knoxville, and supervisor 
of “Cost of Doing Business” surveys 
for Florida, Georgia, and Tennessee 
dealer associations. Cause of death: 
leukemia. 


WILLIAM E. MARSHALL, 75. 
Operator of lumber yards in Texas, 
Oklahoma, and Kansas from Wichi- 
ta. A charter member of the College 
Hill Methodist Church, he served as 
its Sunday school superintendent 
for 32 years. 
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J. A. SPRINGER, Partner with son 
in Springer Lumber Co., Muskogee, 
Okla. 

RALPH PARIS, 36. Salesman fo! 
Lloyd A. Fry Roofing Co., Kansas 
City, Mo. Former manager of Long- 
Bell lumber yard in Altus, Okla. 


Clay Brown’‘s Business 
Clay Brown, who served as presi- 


dent of the M and M Wood Working 
Co. prior to its integration with the 


Simpson Logging Co. on November 
1, is now devoting full time to his 
personal business interests in Oregon 
and California. He will continue to 
reside in Portland, Ore., where he is 
active in business and civic affairs. 

Brown is president of the Brown 
Timber Co. of Portland, general 
manager of the Fortuna Sawmills at 
Fortuna, Calif., and owner of the 
Eureka Redwood Lumber Co. sales 
yard in Downey, Calif. 

Brown currently is serving as 
president of the Portland Pacific 
Coast League baseball club. 





New Marlite Sales Builders 


will : elp you cash in on O.H.I. 





A really profitable product 
for your 0.H.1. remodeling sales 





Marlite has always been one of your most 
profitable building and remodeling prod- 
ucts and fits perfectly into the nation-wide 
O.H.I. program. Marlite, one of the spon- 
sors of O.H.I., offers you many profitable 
Opportunities to sell homeowners, do-it- 
yourselfers, contractors and builders in 
your community. Capitalize now on your 
O.H.I. opportunities with Marlite! 


Marlite 


plastic-finished 


ANOTHER QUALITY PRODUCT 


For more details on above 





Tie in 0.H.1. Marlite 
ad mats & radio spots 


New Marlite O.H.I. ad mats and 
radio scripts will help you tie in with 
Marlite’s extensive national adver- 
tising program and establish your 
yard as modernization headquarters. 
These sales aids will create custom- 
ers for Marlite and other building 
products ... build profitable sales. 





ee 


Colorful home 
remodeling wall poster 


Dramatic, full-color residential re- 
modeling wall poster tells customers 
you have Marlite, sells Marlite’s fea- 
tures and benefits. Use this new 
poster with your Marlite sample dis- 
play to create on-the-spot, sales- 
producing interest. 


Full-color 
sound slide film 





Dramatizes the com- 
plete Marlite story. Use 
it as an effective sales 
tool for sales-training 
schools, do-it-yourself 
clinics, builder-meet- 
ings, and other cus- 
tomer groups. Arrange 
a showing through your 
Marlite representative. 
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wall paneling 
OF MASONITE® RESEARCH 
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A SCREW IS AS 


EFFECTIVE AS 
THE WAY 


YOU DRIVE IT 


Drive a Southern Screw right, and you’ve 
got holding power and permanence that 
is unequalled by any other fastener. 


Southern makes every screw it sells — 
from U. S. A.-made materials and by 
U. S. A.-people. You can’t buy a better 
screw than Southern Screw! 


Available in all head styles, slotted or 
Phillips, in all wanted finishes. Write for 
free samples and handsome brochure 
about Southern Screw Company. 





A PREMIUM FOR YOUR “PRIZE IDEAS” 
ABOUT HOW YOU USE SCREWS! 


Send us your ideas about screw (and 
bolt) uses that are new, unusual and 
useful in your business. Each month, 
Southern Screw will send a valuable 
“surprise premium” to the senders of 
ideas judged most original and useful. 
Ideas become the property of the South- 
ern Screw Co., and cannot be returned. 
In event of duplication of ideas, award 
will be given to entry bearing earliest 
postmark. Decision of judges is final. 
Address “Idea Editor,’’ Southern Screw 
Co., Box 1360-SBS, Statesville, N. C 














SCRE 


STATESWNALE = 


COMPANY 


NORTH CAROLINA 





Wood Screws + Machine Screws & Nuts + Tap- 
ping Screws + Dowel Screws + Drive Screws - 
Stove Bolts + Carriage Bolts - Hanger Bolts 


Ouses: 


Wareh 
NEW YORK + CHICAGO DALLAS~> LOSANGELES | 


Sold through Leading Wholesale Distributors 
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SALES TRAINING 


(Article begins on page 43) 


to the customer. 

“Product features must be inter- 
preted in terms of benefit to the 
customer in order to have signifi- 
cance,” Covington stressed. “If a 
man is doing a good job with the 
product under discussion, we in- 
vite him to tell how he did it. 

“Another man who is having 
difficulties with this product may 
put his problem to the group. The 
result of such a meeting always 
shows a marked rise in sales in 
subsequent weeks for the product 
under consideration.” 

Covington accompanies each 
salesman for about a week as he 
goes from one account to another. 
He observes the salesman’s per- 
formance, manner, results, and 
relationships with accounts. Cov- 
ington makes specific recommen- 
dations on how to improve his 


record with that account, after 
study and analysis. 
Sometimes a salesman is un- 


aware that he has pet accounts 
or pet products. Sometimes he is 
handling an account improperly 
in view of the customer’s idio- 
syncrasies. 

Monthly reports from Coving- 
ton to each salesman are careful 
individual studies made on the 
basis of the sales graph, presen- 
tation of experience at a sales 
meeting, performance on an ac- 
companied trip, handling of daily 
paper detail and office correspond- 
ence, and the report of his local 
manager. Points acquired in the 
different classifications are made 
known to him. 

“Frequently a salesman will 
come to me on his own and say, 
‘What can I do to improve my 
business habits?’ He may have had 
a point or two deducted for late 
paperwork,” Covington explained. 

With a monthly scoring plan in 
front of him, each salesman knows 
what it takes to make the score 
from this breakdown: 

A. Activity— 

1. Per cent of increase in num- 
ber of accounts active. 

2. Number of promotional calls 
on architects, builders, etc. 

B. Customer Relations— 

1. Collections, adjustments, and 
complaints. 

C. Merchandising Ability— 

1. Top performer in current spe- 


cial-merchandising programs. 
D. Business Habits— 


1. Detail work, promptness, 
daily call reports, office corre- 
spondence. 

E. Volume of business — Per 


cent quota cumulative for past 12 
months sales— 

1. Highest monthly average of 
total warehouse sales. 

2. Higher than company average 
for total warehouse sales. 

3. Highest average of total mill 
sales. 

4. Highest average for complete 
lines of products. 


WORK MINUS STRAIN 
(Article begins on page 45) 


not usually in shape, likes nothing 
better than a strenuous two-week 
vacation. While the manual work- 
er, who does a lot of lifting and 
is in good condition, likes to spend 
his spare time as motionless as 


he can. But — it’s his “aching 
back,” the day he gets back on 
job! 


We sit erect in the same position 
for hours, torturing our lower back 
muscles which must support the 
whole weight of our upper torso. 
We allow one set of muscles to 
grow fatigued from weariness and 
another weak from lack of exer- 
cise. Yet we think nothing of call- 
ing on these undeveloped muscles 
to exert tremendous effort at a 
moment’s notice! 

We defy gravity simply by 
standing on our hind legs. Our 
back muscles have to work hard, 
as long as we are awake, just to 
hold us up. And the housewife 
who picks up a sack of sugar — 
or the stenographer who lifts a 
typewriter — subjects the muscles 
in her back to tensions of a half 
ton or more. 

Most common source of muscu- 
lar aches and pains is poor lifting 
methods. In fact, one work injury 
out of four results from poor han- 
dling of materials. When you 
straighten up from a_bent-over 
position, the strain on the muscles, 
vertebrae, ligaments, and discs in 
your back can amount to more 
than a quarter of a ton. If you lift 
with your back at the same time, 
the weight of the object is mul- 
tiplied by 15 times or more. 

To work — and play — with a 
minimum of strain, follow these 
four simple rules: 
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1. Use your strong leg and arm 
muscles when you lift — not your 
back. It has enough to do just 
supporting you and allowing you 
to bend. 

2. Gear your activity to your 
age and physical condition. Phy- 
sical effort, in moderation, is an 
excellent body-builder, but don’t 
carry it to excess. Stop and rest 
when you feel the danger signals 
of fatigue. 

3. Build up your muscles — but 
in easy stages. And don’t just con- 
centrate on your biceps; get as 
many of your muscles into the 
act as you can. 

4. Change your working position 
as often as you can. If your job 
is a sedentary and stationary one, 
watch your posture. Periodically 
rest the set of muscles in constant 
use; don’t let yourself get tense. 


Better Lighting 
in New Homes Urged 


Florida members of the Illuminat- 
ing Engineering Society and Tampa 
builders recently heard Miss Myrtle 
Fahsbender, director of home light- 
ing for the Westinghouse lamp divi- 
sion, strongly urge that lighting 
equipment in new homes be as 
advanced as are the designs and 
materials with which the house is 
constructed. Too often, she said, the 
builder uses yesterday’s lighting 
equipment in tomorrow’s home. 

As one example she noted that 
bathroom lighting in newly con- 
structed homes seldom keeps pace 
with either the beauty or the com- 
fort of the other materials used. 
“The latest new plumbing fixtures, 
the loveliest high fashion colors are 
generally specified, but we are still 
apt to see that old-fashioned glaring 
‘cup’ light over the mirror!” She 
asserted that it is just about as 
incongruous and uncomfortable as 
would be eisenglass window flaps 
on a Thunderbird! 

The same holds true in kitchens. 
In many new homes, Miss Fahs- 
bender noted, lights are installed 
in the center of the ceiling and 
sometimes over the sink. Little 
thought seems to be given to locat- 
ing light under cabinets to illumi- 
nate counter tops or light over the 
range to avoid working in one’s 
shadow or in an only half adequate 
light. 

All that modern technology and 
research can achieve is used to 
develop sensible, well-designed, dec- 
orative lighting equipment in a 
generous selection of price brackets. 
“You have achieved such miracles 
of design and comfort in the heating 
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installations, the insulation, the good 
materials for floors, walls, outside 
and inside, the roof, but somehow, 
you do not seem to have tapped the 
font of new developments in light- 
ing. Why not use it to make your 


houses more livable, thus more 
salable?” she asked. 
“After all,” Miss Fahsbender not- 


ed, “75 per cent of a family’s living 
together is done in the evening. 
So wouldn’t it be awfully smart if 
a builder encouraged potential buy- 
ers to return to see the house at 
night as well? Urge him to see the 
house well lighted and play up the 
fact that careful planning has gone 











into the lighting. Show him the bath- 
room equipped with adequate yet 
glareless lighting at the mirror so 
that a man can see under his chin, 
a light that won’t produce that ‘in- 
side stateroom — two-faced’ look 
some women achieve when applying 
makeup in a poor light.” 

“And remember,” Miss Fahsbend- 
er said, “that ceiling fixtures in liv- 
ing rooms and bedrooms are very 
much in style again. In the living 
room they are not installed in the 
center of the ceiling as they were 
in the past but over a furniture 
grouping, or over a table in a corner, 
or the ends of a sofa for reading. 
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STRICTLY 
WHOLESALE 





WHEELING, W. VA.: Dealer cus- 
tomers of the Roberts Wholesale Co., 
local distributors of lumber and 
building suplies, are piling up “travel 
points” with their purchases in an 
effort to “earn” a free trip to such 
alluring places as the West Indies, 
Miami, and Monaco. Manager Charles 
J. Stein emphasizes the fact that his 
firm wil! not increase its warehouse 
or carload prices to offset the cost of 
this travel contest. 


SPRINGFIELD, MO.: Over 90 deal- 
ers and their contractor customers 
attended a recent demonstration of 
Duo - Matic aluminum combination 
windows and Wepco aluminum com- 
bination doors at the Colonial Hotel 
here. Toombs and Co., local whole- 
sale millwork and building material 
distributors, were co-hosts of the 
‘new products display” with the 
manufacturers, the Weather - Proof 
Co. of Cleveland, Ohio. “Red” Cross, 
Weather-Proof’s area sales represen- 
tative, announced that the Toombs 
firm had been appointed exclusive 
distributors in the Springfield mar- 
keting area. 


LOUISVILLE, KY.: Manager of 


the Weyerhaeuser Sales Co’s. new 
wholesale lumber distribution yard 
near the intersection of the Henry 
Watterson and North-South express- 
ways here is R. J. Douglass. A native 
of Moline, Ill., Douglass is a com- 
merce graduate of the University of 
Mississippi. He served as a lt.-com- 
mander in the U. S. Navy during 
World War II. 


JACKSON, MISS.: Leon G. Fuller 
Jr. is the new sales representative for 
the Leslie Welding Co., Inc., in west 
Tennessee, Louisiana, and Mississippi. 
His home address is 1018 Meadow 
Heights, Jackson, Miss. The Leslie 
line features metal louvers and ven- 
tilators. 


RICHMOND, VA.: Branch man- 
agers, salesmen, and department 
heads of Binswanger & Co., Inc., will 
gather at the John Marshall Hotel 
here for the annual sales meeting, 
January 25-26. Binswanger officials 
who will brief personnel on sales re- 
sults, procedures, and potentials will 
include Milton Binswanger, Sam 
Binswanger, Joe Nadler, Joe Rubens, 
Al Faber, Dave Parker, and J. V. 
Belvedere. Factory officials will bring 
Binswanger men up to date on their 
metal, wood, and glass products. 


KIRKWOOD, MO.: New sales 
agent for the Har-Vey lines of fold- 
ing and sliding door hardware in this 
region is Dana Crosby, 309 W. Wash- 
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ington Ave., Kirkwood, Mo, accord- 
ing to Richard W. Winters, sales vice- 
president of the American Screen 
Products Co., Miami, Fla. 


Wholesalers to Meet 
in New Orleans in May 


At the close of the fifth annual 
meeting of the National Building 
Material Distributors Assn. in Chi- 
cago in November, General Manager 
S. M. Van Kirk announced that the 
national spring meeting of NBMDA 
would be held at the Jung Hotel in 
New Orleans, La., May 15-17. 

Gordon Hampton of the Building 
Products Co., Baton Rouge, La., was 
chosen for a three-year term on the 
NBMDA board of directors, in an 
election that advanced Eldon Reising 
of Indiana Wholesalers, Evansville, 
to the presidency. T. J. Dougherty 
of Ohio Valley Supply, Cincinnati, 
was elected vice-president. D. N. 
Peterson of Philadelphia continues as 
NBMDA treasurer. 

Retiring President C. A. Haag of 
Springfield, Ill., announced an in- 
crease of 22 per cent in membership 
during the NBMDA year. He report- 
ed a new attendance record at the 
Chicago annual meeting, with whole- 
salers present from 37 states. At- 
tendance totaled 448 persons. 

Among the speakers before the 
wholesale organization were Lee 
Bartholomew, vice-president of the 
Southern States Iron Roofing Co., 
Atlanta, Ga., and Don A. Campbell, 
executive vice-president of the Ken- 
tucky Retail Lumber Dealers Assn., 
Lebanon. 

Bartholomew explained new meth- 
ods of inventory control used by the 
Southern States firm. 

Campbell affirmatively answered 
his topic of “Can the Dealer-Distribu- 
tor Team Be Strengthened?” 

Product round-table panels were 
moderated by Joe Evans of Buffalo, 
N. Y., on lumber and millwork; A. P. 
Fisher of Albany, N. Y., on roofing 
and insulation board; and C. L. 
Johnston of Des Moines, Iowa, on 
steel and wire products. 


Tectum Sales Manager 


Mifflin Center has been named 
Eastern district sales manager for the 
Tectum Corp. of Newark, Ohio, man- 
ufacturers of wood fiber multi- 
purpose building materials. Center 
formerly was sales manager for the 
Luria Building Products Co. 

Tectum’s Eastern district office is 
located in the Lewis Tower Building 
in Philadelphia, Pa. The company’s 
general expansion program also in- 
cludes a new manufacturing plant to 
be located in the Southwest. 
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Business Outlook Is Bright, Dallas Banker Tells Jobbers 


THE BUSINESS OUTLOOK for 
1957 is bright and the building ma- 
terial industry faces tremendous 
opportunities in both the new con- 
struction and repair and improve- 
ment markets, persons attending the 
17th annual winter meeting of the 
Southern Sash and Door Jobbers 
Assn. were told by industry spokes- 
men and an outstanding banker. The 
jobber meeting was held at the Stat- 
ler Hilton Hotel in Dallas, Tex., 
December 3-5. 





OVERHEAD 


GARAGE DOORS 


The plans and outlook for their respective segments of the building supply 
industry were reported at the 17th annual winter meeting of the Southern Sash 
and Door Jobbers Assn. in Dallas last month by the four men seen above with 
the organization’s president, F. R. Weddington of Waco, Tex. From left the 
industry spokesmen are Joseph W. Sherar of the Western Pine Assn., Portland, 
Ore.; SSDJA President Weddington; Ormie C. Lance of the National Woodwork 
Manufacturers Assn., Chicago, Ill.; F. E. Richardson Jr., Pittsburgh Plate Glass 
Co.; and Robert H. Herbst III of Ponderosa Pine Woodwork, Chicago. 


W. W. Overton Jr., board chairmar Commerce, voiced many reasons for 
of the Texas Bank and Trust Co. and his optimism for “a _ reasonable, 
president of the Dallas Chamber « balanced, steady, sustainable, up- 
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ward growth of our national econ- 
omy,” particularly in the South and 
Southwest. 

“We look for commercial building 
and plant equipment expansion to 
materially increase over 1956,” Over- 
ton said. “We look for retail sales 
and consumer demand to expand. We 
look for government housing to ex- 
pand. We look for more public build- 
ings, schools, and churches. We look 
again for a better than $15 billion 
market for repairs and replacement 
of old housing. We look for housing 
starts to be slightly upward from 
1956. Family formations will reach 
a new high peak in 1960 for the next 
big bulge in housing.” 

F. R. Weddington of Waco, Tex., 
in his report as president of the 
Southern Sash and Door Jobbers 
Assn., predicted at least 1,000,000 
non-farm residential starts in 1957. 
He asserted that “our opportunities 
in the next few years will be greater 
than at any time in history. The 
jobbing of building materials has 
proved to be essential throughout 
many years. At no time has there 
been as many skilled, able, and well- 
financed companies in this business.” 

Ormie C. Lance, secretary-man- 
ager of the National Woodwork 
Manufacturers Assn., emphasized the 
attention his group is giving to re- 
search and broad promotion pro- 
grams. He reported that NWMA had 
engaged Raymond Loewy Associates, 
industrial designers, to help conceive 
and engineer a combination door de- 
sign that will excel anything on the 
market as to appearance, efficiency, 
function, convenience, and durability. 

The Forest Products Laboratory at 
Madison, Wis., is developing practical 
tests of water-repellent preservative 
treatment solutions and of fire re- 
sistance by solid-core wood doors, 
Lance said. He told how the National 
Woodwork Manufacturers Assn. is 
participating in the program spon- 
sored by House & Home magazine 
to standardize window sizes and 
thereby effect economies in handling 
and building costs. 

For the Western Pine Assn., Joe 
Sherar reported the formation of a 
molding committee that is preparing 
a new molding book for publication. 
He commended the October grade 
change for molding stock, which now 
calls for molding lumber to contain 
not less than two-thirds of its area 
of rips of the grade permissible in 
standard moldings. He said WPA 
would heavily advertise and promote 
pine moldings in consumer advertis- 
ing and literature. 

A total of 400 persons attended the 
SSDJA winter meeting. These in- 
cluded 82 members, 185 industry 
guests, and 133 ladies. Ninety-five 
men played in the golf tournament— 
and all took home a prize! 

The Southern Sash and Door Job- 
bers Assn. endorsed a proposal in- 
itiated by rail carriers that would 
increase demurrage rates and tighten 


demurrage rules. But the jobbers 
went on record against proposed rail 
freight increases. 

Accepted as new members of the 
jobber group were Lone Star Sash 
and Door, Inc., Dallas; New Iberia 
Wholesale Distributors, New Iberia, 
La.; and the Shreveport Sash and 
Door Co., Inc., Shreveport, La. 


Midwest Building Code 
To Be Issued Soon 


Designed to meet requirements and 
climatic conditions of the Midwest 
states, a new building code will be 
issued soon by the Midwest Confer- 
ence of Building Officials, with head- 
quarters in Indianapolis, the spon- 
soring organization. 

John V. Gallagher, executive direc- 
tor, said the new code, to be known 
as Volume I, Midwest Building Code, 
will contain provisions for regulating 
the construction of buildings of all 
types and occupancies based on mini- 
mum requirements. 

The Midwest Conference of Build- 
ing Officials, a service advisory 
organization to communities and 
cities in the Midwest, serves Kansas, 
Kentucky, Missouri, and 10 other 
states. 


Larger Door Plant in Del. 


The Atlas Plywood Corp. has an- 
nounced the enlargement of its 
Laurel, Del., plant to permit con- 
solidation of the company’s Eastern 
flush door production in one big 
modern plant. 

F. W. Harney, senior Atlas vice- 
president, said the company would 
close its old Williamsport, Pa., door 
plant and incorporate the Williams- 
port operation in the enlarged Laurel 
plant. 


Arboretum Brochure Out 


The Lumberman’s Club of Mem- 
phis has published a brochure on its 
Arboretum at Southwestern College 
in Memphis. 

The project boasts 102 varieties of 
trees, 62 of which were identified 
and labeled from the numerous trees 
already growing on the campus. 
Forty were added last spring in the 
first planting of 120 young trees. A 
large map of the 100-acre campus has 
been made, with the location of each 
variety indicated. The pamphlet con- 
tains illustrated information on 42 
of the more common trees in the 
Arboretum. 

Copies of the Arboretum pamphlet 
can be obtained by writing to Clark 
E. McDonald, project chairman, P. O. 
Box 3807, Memphis 14, Tenn. 
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Bureau Lists Four 
Basic Family Baths 


What kind of a bathroom does a 
family need? The Plumbing and 
Heating Industries Bureau lists four 
basic types that meet home require- 
ments satisfactorily. 

For larger-sized families, the ulti- 
mate in convenience is the compart- 
mentized bath. While arrangements 
vary with space available, it is cus- 
tomary to separate the bathtub- 
shower combination and toilet from 
twin lavatories. Three persons can 
share such a bath at the same time 
with privacy. 

Putting bathtub and toilet in 
separate enclosures permits four per- 
sons to use the facilities of a bath- 
room with twin lavatories simul- 
taneously. 

Average family-size bathrooms fall 
generally into two categories — the 
larger installation with anywhere 
from 80 to 100 square feet of floor 
space, and the minimum with about 
40 square feet. 

The larger has enough room for 
installation of twin lavatories to help 
with the traffic problem during rush 
periods. In the minimum family bath, 
the three fixtures—bathtub, lavatory, 
and toilet—should be installed on the 





TRINITY WHITE nc wives: wnite. 4 0) 


true portland cement that combines high quality and super- 


CONSTRUCTION INDUSTRY PLANS CENTER 


This architect’s model shows the projected $5,000,000 Construction Industry 
Center planned for Los Angeles, Calif. Sponsored by the 2,000 members of the 
Building Contractors Assn. of California, the center will include a 150,000- 
square-foot, 13-floor office building, 13-floor elliptical tower-of exhibits, graphic 
arts center, and tri-level parking facilities. Construction began in September. 


same wall to share supply and wast« 
piping connections. 

The smallest installation is the 
half-bath, or powder room as it is 
better known. Consisting of toilet 
and lavatory, the powder rooms take 
a minimum of 20 square feet of floor 


space. If possible, it is a good idea 
to include two entrances. 

Every two-story home should have 
a first-floor powder room in addition 
to the main bath. In a ranch-style 
home, the powder room belongs near 
the service area. 


What’s a five letter 


word meaning 


“without color’’ ? 


lative beauty in concrete work. The extreme whiteness 
gives truer colors when pigments are added. Meets all Federal & ASTM specifications. 


A Product of GENERAL PORTLAND CEMENT CO. » 
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Day and Bourne Head 
New Roddis Units in South 


Four appointments have been made 
by the Roddis Plywood Corp. in the 
establishment of a new Southern 
Division. Jay Wallenstrom, vice- 
president, announced that Mahlon 
Day, former manager of the Mid- 
west Division, has been named to 
manage the new Southern Division, 
with headquarters in Atlanta, Ga. 

Donald Fridell, former manager of 
the Roddiscraft warehouse in Mil- 
waukee, Wis., now manages the Mid- 
west Division. Donald Amundson, 
former specialty products manager, 
has been named to manage the Mil- 
waukee warehouse. 

A new Roddiscraft warehouse in 
Atlanta, Ga., opened late in Novem- 
ber. It is located at 1545 Marietta 
Boulevard, N. W. William Bourne, 
former assistant to Wallenstrom, has 
been named to manage this opera- 
tion. 

Wallenstrom said that the com- 
pany’s expansion program in the 
South, brings the total of Roddiscraft 
warehouses to 21, located in metro- 
politan cities throughout the country. 
The Roddis Plywood Corp. manufac- 
tures and distributes an extensive 
line of building materials, including 
doors, plywood, adhesives, and Craft- 
wall factory-finished paneling. 


Dodge in Birmingham 


The F. W. Dodge Corp. recently 
opened the offices of its new 16th 
district, with headquarters in Birm- 
ingham, Ala., to serve better the ex- 
panding construction industry in the 
Southeast. The office is located at 
3005 Third Avenue, South. 

John D. Simmons, who began his 
career with Dodge in 1929, is man- 
ager of the new district. It includes 
Alabama and the central and eastern 
parts of Tennessee. 


Redwood Sales Manager 


John Klopfenstein has been ap- 
pointed general sales manager of the 
Hammond-California Redwood Co., 
a newly-created, wholly-owned sub- 
sidiary of the Georgia-Pacific Corp., 
by Julian N. Cheatham, Georgia- 
Pacific vice-president. Klopfenstein, 
who was previously manager of the 
Hammond Lumber Co. sales office in 
Chicago, will headquarter in the 
Hammond-California offices at 417 
Montgomery Street, San Francisco, 
Calif. 

Jack Wuori, former assistant to 
Klopfenstein, will head the Chicago 
sales office at 35 E. Wacker Drive. 
Sales east of the Rocky Mountains 
will be handled by Wuori, and sales 
west of the Rockies by Charles 
Schober at San Francisco. 


SOUTHERN 


9th Training Institute 


The Southwestern Lumbermen’s 
Assn, and the University of Missouri 
are co-sponsoring a Retail Lumber 
Training Institute at Columbia, Feb- 
ruary 11-March 1. 

This ninth annual institute will 
cover products and their uses; in- 
stallment selling, business law, and 
insurance data; construction and 
estimating; trade associations, trade 
publications, store and yard arrange- 
ment, and human relations. 

Registration can be made through 
the Southwestern Lumbermen’s 
Assn., 513 R. A. Long Building, Kan- 
sas City 6, Mo. 


Mississippians Attend 
New Estimating Course 


The Mississippi Retail Lumber 
Dealers Assn. recently sponsored a 
three-day course in blueprint read- 
ing and estimating, held at the 
Robert E. Lee Hotel in Jackson. 

Herbert F. Lotz, formerly with 
the Johns-Manville Corp., conduct- 
ed the course, which attracted some 
30 lumber yard representatives from 
several Mississippi towns. 

Attending the course from Green- 
ville were G. E. Alexander Jr., Bruno 
Tubertini Jr., Salvador F. Sarullo, 
David Wilson. 

From Marks, L. R. Murray; Aber- 
deen, W. C. Luebke; Clarksdale, 
Mitchell Brandon, Dorsey Ray; Co- 
lumbus, John G. Crigler, Jack Chil- 
cutt; Greenwood, Charles E. Jacks, 
Charlie Turner, Jeff Dillard; Drew, 
T. G. Wells; Oxford, B. O. Elliott 
Jr.; Hattiesburg, Thomas H. Ferrell. 

From Cleveland, Fred Wilson; 
Senatobia, John Vickery; Yazoo City, 
A. S. Gilbert Jr.; Tupelo, G. L. 
Hawkins; Inverness, W. A. Hunter, 
Lomax Anderson Jr.; Forest, Charles 
W. Palmer; Grenada, J. S. Lockett; 
Port Gibson, Charles N. McBride, 
G. K. McBride; Lexington, W. D. 
Truitt, Leo E. Alderman; New Al- 
bany, W. F. Wicker, Ralph E. Kolb. 


Stylecraft Names Agents 


Stylecraft, Inc., of Roseville, Mich., 
has named three new sales agents in 
the South and Southwest. This firm 
makes metal and wood-veneered 
sliding closet doors. 

Frank X. Rowell, Atlanta, Ga., has 
been assigned the states of Louisi- 
ana, Mississippi, Florida, Tennessee, 
and the Carolinas. 

Sanford Calhoun of Vidalia has all 
of Georgia. 

L. G. Cooper, Fort Worth, will 
cover Texas, Oklahoma, and Arkan- 
sas. 
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REMODELED STORE 


(Article begins on page 39) 


Truitt, like other dealers, rec- 
ognizes the need for more volume 
today to produce yesterday’s mar- 
gin of profit. His view is this: 

“Immediately after the last war, 
people were so glad to find needed 
materials that they didn’t bother 
to discuss price or quality—they 
bought on the spot. Now, people 
are much more deliberate about 
buying. This is especially true of 
women, who daily are becoming a 
more important factor in the mar- 
ket. 

“Today, more time is required 
to wait on a customer and satisfy 
his or her needs. Also, more truck 
service is required. Therefore, 
more volume is required to realize 
the profit of a few years ago.” 


Cool and Hot Courses 


The National Warm Air Heating 
and Air Conditioning Assn. announ- 
ces a series of short courses on uni- 


versity throughout — the 
nation. 

In the South and Southwest, 
courses are scheduled for Washing- 
ton University, St. Louis, Mo., on 
February 4-7, and at Oklahoma A 
and M, Stillwater, February 18-21 

Each school will present three 
main design problems to be solved 
during the short course program 
Each person attending will have his 
choice of problem to specialize in 


campuses 


Home Improvement Show 
Scheduled for February 


The National Combination Storm 
Window and Door Institute will 
sponsor the first annual Home Im- 
provement Products Show at the 
Hotel Statler in New York City, 
February 4-6. 

This first exposition will feature 
demonstrations, clinics, seminars, 
and other activities to show the na- 
tion’s home improvement specialty 
dealers how to make more profits. 
Dealers from throughout the nation 
are expected to attend. 

A seminar on Monday will em- 
phasize “How to Assure Profit.” 
Tuesday will feature a session on 
“How to Run Your Business Better.” 
Wednesday’s topic will be “How to 
Build Up Your Business.” 








P. O. Box 247 
Chamblee, Ga. 


P. O. Box 5133 
Columbia, S. C. 


ty 


Cc reen company inc. 


9008 Chancellor Row 
Dallas 2, Tex. 


Write for your new catalog now! 
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Insulating Siding Assn. 
Pushes ‘Old Home’ Jobs 


The Insulating Siding Assn. will 
go all-out to implement an an- 
ticipated record demand for home 
modernization and improvement in 
1957. In annual session recently, the 
membership approved its biggest 
program yet. 

Getting top priority will be re- 
vision of present sales and technical 
aids and publication of additional 
items for building material dealers, 
contractors, and home-owners. Di- 
rect assistance programs will be 
developed for these same industry 
segments. 

Re-elected to office for the coming 
year were Frederick W. Lagerquist, 
Celotex Corp., president; Carl West- 
ergaard, Savanna Fabricators, Inc., 
vice-president; and Warren Neale, 
Johns-Manville Sales Corp., treas- 
urer. 

Richard G. Breeden Jr. was re- 
named association manager. He main- 
tains headquarters at 1201 Wauke- 
gan Road, Glenview, III. 

Elected as chairman of the techni- 
cal committee was T. F. Harland, 
Mastic Asphalt Corp. O. C. Hall, 
Globe Siding Products Co., was 
elected chairman of the production 
efficiency committee. 
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Cole Heads Judges of 
Better Community Awards 


Albert M. Cole, administrator of 
the Housing and Home Finance 
Agency, has been named chairman 
of the judging panel to select the 
winners of LOOK magazine’s 1956 
Community Home Achievement 
Awards. 

Sponsored by LOOK, the awards 
will be made to cities showing out- 
standing accomplishments during 
1956 in improving their residential 
areas. The improvements may take 
the form of eliminating or rehabili- 
tating slum areas, checking blight in 
“middle-aged” neighborhoods, or 
city-wide planning to prevent future 
slums. 

A total of 61 cities throughout the 
country, ranging in size from small 
towns to largest cities, were nominat- 
ed by their citizens for consideration. 
Nine of these cities will be selected 
to receive top awards. 


Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 











RATES. 
$.10 per word for each insertion. 
Add $1.50 per insertion for blind ads bearing 
box number. Replies provided without addi- 
tional charge. 
All ads for classified section must be in publica- 
tion office on the 18th day of month preceding 
date of publication. 
Advertisements are set in uniform type of this 
size. No cuts or special borders allowed. Mail 
ad copy to: 
SOUTHERN BUILDING SUPPLIES 
806 Peachtree St., N.E. 
Atlanta 8, Georgia 





MISCELLANEOUS 





DOUBLE YOUR INCOME from your newspaper 
advertising by using our low-cost cartoons. 
“IT’S TIME TO REMODEL” series will sell 
Home Improvements. Cartoons humorously show 
need for REMODELING of Bathrooms, Kitchens, 
Windows, Insulation, Roofing, Painting, etc. Mats 
in one or two column sizes for advertisements 
from three inches up. Exelusive city franchises 
with money back guarantee... For FREE prints 
of cartoons and details write te DAVE LILLY 
CARTOONS, Box 167, Long Beach, California. 





REPRESENTATIVES WANTED 





Now available — lusive fr hi for top 


line of overhead doors. Complete line of resi- 
dential and commercial doors. Operation should 
include sales, installation and service. Your in- 
quiry is invited. Box 74, care Southern Building 
Supplies, 806 Peachtree Street, N.E., Atlanta 8, 
Georgia. 








Manufacturer’s agent wanted by Tracy Manu- 
facturing Co. of Pittsburgh to sell Tracy stain- 
less steel sinks and steel kitchen cabinets to 
distributors, dealers, and builders in Georgia 
and South Carolina. Cabinets come in white, 
pink, yellow, and turquoise enamel to match 
1957 G. E. kitchen appliances. Agent must be 
experienced and willing to cover all of both 
states. Write Paul R. Seidler, Eastern Sales Mgr., 
1870 Wyoming Ave., N. W., Washington 9, 
D. C., or call him there at NOrth 7-6624, 
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BUDGETING SALES 


(Article begins on page 46) 


inside condition that will be re- 
flected in your planned sales vol- 
ume. 

Credit, for instance, may be a 
problem and you decide to curtail 
the amount of credit sales. This 
may reduce the amount of dollar 
sales for the year 1957. Extend- 
ing credit may increase sales. If 
this policy is being adopted, it 
should be considered in your 
thinking about your sales budget. 

After analyzing each of these 
points as they will affect your 
lumber and _ building material 
sales, you will have an idea of 
whether your sales will increase 
or decrease in 1957. To develop 
your sales budget, reduce this 
estimate to a percentage figure— 
and increase or decrease your sales 
by this amount. 

For example, if in 1956 your 
annual sales totaled $250,000 and 
you anticipate a 10% increase 
in business, your planned annual 
sales for 1957 will be $275,000. 
This will be the guide figure for 
the next step in budgeting your 
annual sales. 

Your next problem will be to 
allocate this annual planned sales 
figure to a monthly basis. One 
way lumber and building material 
merchants handle this problem is 
to use the industry average to 
establish a tentative monthly al- 
location. Here are the figures rep- 
resenting the percentage of sales 
by months on a nation-wide aver- 
age basis: 

January 

February 

March 

April 

May 

June 

July 

August 

September 

October . 

November 9.0% 

December 7.3% 

These percentage figures are 
multiplied by the annual planned 
sales figure to determine the 
monthly planned sales. For in- 
stance, in the _ illustration of 
planned sales of $275,000 for the 
year of 1957, the planned sales 
for January would be .065 x $275,- 
000, or $17,875. 

After determining these planned 
monthly sales for your business, 
it is best to compare these figures 


6.5% 
6.4% 
7.0% 
8.3% 
9.1% 
9.1% 
8.8% 
9.0% 
9.9% 
9.6% 


with your own past experience for 
each month. You will find some 
differences that can be easily ex- 
plained; others will need further 
investigation to find why your 
business is better or worse than 
the average. 

For instance, you may find that 
your sales for January and Decem- 
ber are above the national aver- 
age. This might be explained by 
the mild local weather which 
makes building possible during 
these months in the South. 

Your sales during July, August, 
and September may be much 
higher than the average. This 
may be because you did a par- 
ticularly strong job of promoting 
insulation and _ weatherstripping 
during this period. 

By using the national average 
percentages of sales by months, 
you will have a guide to normal 
operation. Your analysis of why 
you are below or above these fig- 
ures will help you to adjust your 
own sales budget for the coming 
year. 

Sales budgeting is most impor- 
tant, yet it is one of the most 
difficult phases of successful lum- 
ber and building material business 
management. 

Develop your sales budget so 
it gives you and your sales staff 
a challenge . . . something to shoot 
at profitably in your next year’s 
operation. For it to be worth the 
trouble, you must check results 
each month and determine why 
sales missed the goal, up or down. 
Then, work with your management 
and sales team to take the steps 
necessary to make sales more 
profitable or to make more profit- 
able sales. 


New Framing System of 
Glued Southern Pine 


The new state Forestry Commis- 
sion office building at Baton Rouge, 
La., is made with woods native to 
the state and the surrounding South 
The purpose is to inspire builders 
to use a greater variety of woods. 

The outstanding feature is an 
amazingly simple system of wood 
framing, with all elements of sup- 
port provided by single, self-suffi- 
cient wood units. These are made 
of glued laminated Southern pine 
lumber, fabricated in three sections. 
Two form an arch to carry the roof 
and wall loads and the third is a 
beam fitted in brackets about two 
feet above the base of the arch to 
carry the floor load. 

Fifteen of these wood units are 
used in the Baton Rouge building. 
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Homebuilders Aim at 
‘Targets for Tomorrow’ 


More than 30,000 homebuilders 
and members of allied industries are 
planning to gather in Chicago, IIL, 
January 20-24, for the 13th annual 
convention-exposition of the National 
Assn. of Home Builders. The facili- 
ties of the Conrad Hilton and Sher- 
man hotels, plus the mammoth 
Chicago Coliseum, will be utilized 
for meetings and exhibits at this, the 
biggest housing show ever staged. 

Panel discussions, shop talk ses- 
sions and “how-to-do-it” demonstra- 
tions will be conducted on vital 
housing subjects, including mortgage 
financing, FHA and VA problems, 
design and construction techniques, 
prefabrication, community facilities, 
public relations and merchandising. 

The theme of this year’s show, 
“Targets for Tomorrow,” places em- 
phasis on the future of the industry’s 
five big M’s—Markets, Money, Ma- 
terials, Manpower and Merchandis- 
ing. Spotlighted will be the general 
economic and business outlook for 
building in the next ten years; and 
a prospectus of trends in design and 


THIN ‘BRICK’ IDEAL FOR MODERNIZATION 


“SCR re-nu-veneer” is a 34” thick slab of hard-burned Norman-size brick. This 
clay masonry facing material was developed by the Structural Clay Products 
Research Foundation through five years of intensive research and field testing. 

This thin brick is attached to exterior or interior walls by means of a special 
metal clip nailed to existing walls. The clip holds each SCR re-nu-veneer unit 
independently in place and permits equal distribution of weight on the wall. 

After the brick units are in place, a specially plasticized portland cement 
mortar is applied between joints with a newly-designed pressure gun. 


construction techniques. 

An unusual attraction will be the 
“House on the Barge,” located on the 
Chicago river on the edge of the 


built house, completely furnished 
and landscaped, is a full-scale re- 
production of the prize-winning de- 
sign in a national contest sponsored 


by NAHB and Household Magazine. 


Convention Chairman Leonard L. 
Frank said that 115 general meetings, 
panel discussions and clinics will 
be held—and that 778 exhibits will 
be on display. 


famous “Loop.” This conventionally- 
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when you buy 


Your Customers Will Demand 
Quick Service 


Fall and early Winter Construction and 
Repair Business requires Spot Shipments 
from Mills with ample diversified stocks. 


Our production has been steady and our 
inventories are well balanced. 


Phifer Screening 
made from pure 
Alcoa Alclad 


Aluminum wire 


It's treme to switch over to Phif wm Insect Screening 


We can supply your mixed car needs in 
SUGAR PINE, PONDEROSA PINE, 
DOUGLAS FIR, WHITE FIR, CALIFOR- aie looks better and sells bette 
NIA INCENSE CEDAR and a limited orneielens Renee: te ted anaes 
amount of PORT ORFORD CEDAR in ee 
» 4/4 and 8/4 high grade commons. 


Mauldin 


screening preferred all o J overseas by manufacturers and 





jobbers alike. It's the one e 3 that works Y hes flat 


. 
the modern Phifer plant on 


Sal 


can be i 


Pine r3 
in your mixed car 





PHIFER ALUMINUM SCREEN 
®. ©. BOX 9007, 
TUSCALOOSA, ALABAMA 


Please send me prices ond sample 
Screening 


The Ralph tL. ; 
NAME 


le o or Alemnum 
> : ; 
Ms tant m 
4 Am 4 7 H Eni ae a 


Lumber Company 


i) Pa} PHIFER ALUMINUM SCREEN CO. 
fp , | 








Mills at Anderson, Red Bluff, Castella, \¢ WEAVERS OF ALCOA ALCLAD ALUMINUM SCREENING 
Wildwood, and Mt. Shasta, California OSA ALABAMA 


Sales Office at Anderson, California 


SOUTHERN BUILDING SUPPLIES for JANUARY, 1957 For more details on above item, use Coupon on Page 59 





ManGnave 
Tatid Tools 


THE CIMCIMNAT! 


TOOL COMPANY 
ra 


HARGRAVE 


THE MOST COMPLETE LINE 


Individually Power-Tested 


= 


Sr SED eT 


JAVEDEH 


WRITE FOR FREE CATALOG 


Showing a Clamp for every purpose, openings from 34” 
to 12’ and depths from 1/2” to 16”, also Chisels, Punches, 


Masonry Drills, 


Cleaners, etc. 


Gasket Cutters, 


Brace Wrenches, File 


There is an Industrial Distributor Stock Near You 


THE CINCINNATI TOOL COMPANY 


2006 Waverly Avenue, Cincinnati 12, Ohio 





Fie 
d suertens 








WITH DISPLAY. 
placement panels at reg- 
ular dealer discounts. 


¥ his cttroctive shutter display 


is FREE with purchase of 
$94.50 stock of Fit ‘n’ Finish 
shutter panels (Retail $146.75 
Stock includes: 

4/8" x 33" — 4/8” x 37” 

8/9" x 37” — 4/9" x 61" 

1/ #1 Hardware Kit 

4/ #2 Hardware Kits 

Any quontity of shutters available 
without disploy, of course 


7ée Sam A. Wing Company Zec. 


For more details on above item, use Coupon on Page 59 


none s your *FREE 


SaleS 


SHUTTER DISPLAY 
to help you 


SELL MORE 


=WMing-line 
Fit ’n’ Finish 
SHUTTERS 


It’s a real “SaleScenter” . . . a “bird dog” 
for finding interior shutter prospects! It 
puts shutter panels and hardware on 
display, where they can be seen, han- 
dled and bought! Sales literature and 
retail prices also are right there to help 
make the sale. Display fits flush against 
wall. 77” high, 33” wide, 24” deep. 
Heavy masonite and wood construction. 
Long lasting finish in green and black 





ORDER YOUR DISPLAY and STOCK 
TODAY — Jobber Inquiries Invited 


P.O. Box 4745 
Dallas, Texas 





A 


A & F Tileboard Co. 

Acme Appliance Mfg. Co. 
Alabama Metal Lath Co. 
Albritton Engineering Corp. 
Alson Mfg. Co. 

Altex Engineering Co. 
American Cancer Society 
American Sisalkraft Corp. 
Andersen Corp. 66 & 67 
Armstrong Co, 

Atlanta Oak Flooring Co. 
Atlantic Steel Company 


Baldwin & Son, 
Bellhouse Louver Windows 
Bestwall-Certain-Teed 

Sales Corp. 
Bialy & Assoc., Norman A. 
Bostwick, Harold B. 96 
Bowers Jr. 

R. P. (Rudy) Second Cover 
Bradley Lumber Co. of 

Arkansas 
Burton, Robert S. 


Lawrence 


C 


Caldwell Mfg. Co. 

Callahan, James 

Cameron & Co., Wm. 

Cameron and Richardson 

Camp Company, Inc. 

Carlon Products Corp. 

Carolina Metal Products 

Carson, H. H. 

Celotex Corp., The 

Cheney Lumber Co. 

Cincinnati Tool Company 

Classified Ads 

Cleveland Steel Specialty 
Co., Inc. 

Co-Creosote Oil, United 
States Steel Corp. 

Columbia Machine Company 

Columbia Mills, Ine. 

Consolidated Wire 
Products Co. 

Cornay, F. A. 

Croft Metal Products, Inc. 96 

Cruze Co., Fred C, 86 

Currie, Geo, F. 

Curtis Companies, Ine. 


Second Cover 


D 


Daryl Products Corp. 
Davis, H. W 
Davis, Marion T. 
Desmond Brothers 
Dickey Clay Mfg. Co., W. S. 
Dinges Co., 
Dodge Window Corp. 
Donley Bros. Co. 
Douglas Fir Plywood Assn. 54 & 5! 
Dunne Co. 16, 
Dunne, W. P. 
Dur-O-waL Division 

Cedar Rapids Block Co. 


George J. 


E 


Everett & Co., John T. 5, 18 


AVIAN D RTISE Ty bd AY Ae 


F 


Fenestra, Inc. 
Fern, J. M. 
Filon Plastics Corp. 
Flintkote Co, 
Flynn Manufacturing Co., 
Michael 
Fry Roofing Co., Lloyd A.. .62 & 63 
Fuller Jr., L. G. 91 


a 


G 


Gardner Asphalt Products Co. 

Gardner Sales Co. 

Garner & Co. 

Gaskin Jr., T. A, 

Georgia Art Supply Co., 
Lumber Div. 

Goetze Co., Earl 

Griffin Manufacturing Co. 


H 


Hager & Son's Hinge Mfg. 
Co., 


Hagerman, Henry H. 
Hall Window Corporation 
Hansen, J. W. 

Harbor Plywood Corp. 
Heatilator, Inc. 
Hewlett, Wm. R. 
Hildreth, John L. 

Hobbs Wall Lumber Co. 
Homasote Co. 

Houk, J. T. 

Huttig Sash & Door Co. 


28 & 2 


Ideal Brass Works, Inc, 
Ideal Co. 


J 


Johns-Manville, Ine. 
Johnson & Co., Ine., A. J. 


Jones, Arthur S. Third Cover 


K 


Kaiser Aluminum & 

Chemical Corp. 
Keasbey & Mattison Co. 11 
Kelley Mfg. Co. 27 
Keystone Steel & Wire Co. 30 & 31 
Keystone Wire Cloth Co. 
Kimberly-Clark Corp. 38 
Kochton Plywood and Veneer 

Co., Ine. 


Kuhne, R. M. Fourth Cover 


L 


Lang, H. 
Lehon Co. 
Leslie Welding Co., Inc. 
Levinson, Benj. & Co. 
Libbey-Owens-Ford Glass Co. 
Life Guard Industries 


Lion Oil Co., 

Asphalt Products Div. 
Long-Bell Lumber Co. 
Louver Manufacturing & 

Supply Co. 

Loxcreen Co. 


Carleton 


SOUTHERN BUILDING SUPPLIES for JANUARY, 





ADV ERTISER’S INDEX 


M 


Majestic Company, 
Malloy, V. W. 
Markee Corporation of 
America 
Marsh Wall Products, 
Masonite Corporation 
Mengel Co. 
Metal Trims, Inc. 
Meyercord, E. B. 
Midwestern Sales Co. 
Miller Mfg. Co., Inec., Frank B. 
Modern Products, Ine. 
Modern Shower Door, 
Crystal Vue Co. 
Moe Light, Div. of 
Thomas Industries, Ine. 
Monarch Metal Weatherstrip 
Corp. 
Murphy, D. T. 
MW’ Distributors 


Inc, 


Ine. 


N 


Nachlas, Otto 

National Business Publications, 
Inc, 

National Gypsum Co. 

National Lock Co. 

National Retail Lumber 
Dealers Assoc. 

National Woodworks 

North, J. Scoby 

Nova Sales Company 


* 


Fourth Cover 


0 


O'Callaghan, W. L. 
Oconee Clay Prod. Co. 


Orangeburg Manufacturing 
Co., Ine. 


O'Rourke, James 


P 


Pacific Lumber Co. 
Penn-Akron Hardware Corp. 
Penn-Dixie Cement Corp. 
Perma Products Co. 

Perry Furniture Co. 

Phifer Aluminum Screen Co. 
Plastergon Wall Board Co. 
Pohl, H. H. 

Proctor & Co... E. W. 


R 


Rambo, David B. 

Raynor Manufacturing Company 
Red Cedar Shingle Bureau 
Republic Steel Corp. 
Keyburn, F. Kenneth 
Reynolds Metals Company, 
Rock Island Millwork Co, 
Ruberoid Company 
Rudiger-Lang Co. 

Russell Co.. F. C. 


The 


S 


Schoeck, Fred C. 
Siedel Mfg. Co. 
Selinger, Eliot R. 
Sellers, Jack L. 
Smith, J. Paul Third Cover 
Smith Lumber Co,, Ralph L. 93 
Southeastern Pine Marketing 
Institute 

Southern Building Supplies 
Southern Door Lite Co. 


91 
65 


65, 91 


Southern Metal Products Corp. 

Southern Pine 

Southern Sash 
Supply Co. 

Southern Screw Co. 

Southern States Iron Rooting Co 
(Warehouse Div.) 14& 

Spentzos, Jim 

Stair, James A. 

Stanley Building Specialties 
Company 

Starline, Inc. 

Starnes, John P. 

Superior Lumber Sales Company 


Association 
Sales & 


T 


Tarter, 
Inc. 
rennessee Coal, 
Iron & Railroad Div. U. S. 
Steel Corp. 17, 18, 
Chemical 


Webster & Johnson, 


Tennessee Products & 
Corp. 
Timber Engineering Co. 
Trinity White, Div. General 
Portland Cement Co. 
Tri-State Building Service 
lrowbridge, Lewis C. 
Turner & Seymour Mfg. Co, 
i iggeng & Rosin Factors, 
ne, 


U 


Ualeo Aluminum 
Windows 


‘Tnion Lumber Co. 


S. Plywood Corp. 
‘(Industrial Adhesive Div. 
’, S. Plywood Corp. 
‘nited States Steel Corp.., 
Co-Creosote Oil Division 
‘nited States Steel Corp.. 
Tenn. Coal, Iron & 
Railroad Div. 17, 18, 


‘nited States Treasury 
‘nitemp Products 


V 


Vadeo Products Co. 
Vega Industries, Inc., 
Heatilator Division 
Vento Steel Prod. Corp. 
Versa Products Company 
Visador Company 


Vulcan Metal Products, Ine, 


WwW 


Want Ads 
Warren, Robert K. 
Weather-Proof Co. 
West Coast Lumbermen’s 
Western Pine 
Weyerhauser Sales Co. 
Willis, K. L. 

Wing Co., Inc., Sam A. 
Wood Conversion Co. 
Woodco Corp. 

Wright Co., L. K. 
Wynne, Morgan 


Assn 


Assoc, 


Y 


Yochem, Phillip A. 


Z 


Zegers, Ine. 
Zimmerman, 
Zuber Lumber 


Fred H. 
Co. 


SOUTHERN BUILDING SUPPLIES for JANUARY, 1957 


Third Cover 


st 


19 & 2 


Third Cove 


34.& 35 


19 & : 


Second Cove 





BUT~ iT CAN BE MADE SMOOTH QUICKLY, 
EASILY AND INEXPENSIVELY wth 


Loon (coat 


REPAIR ANDO TOPPING 
REVOLUTIONIZE nasonry repairs = 
ELIMINATES the CHIPPING ROUGHENING, 
PRIMING and pono ai th hat are necessary 
with ordinary f ng mater: vals 
What's more ida THIN as 4s or 
more than | what thickness needed 
Saves farmers, 
maintenance dollars in 
concrete rec 

INCREASE YOUR S$ 
INSTANTLY «ncth Lates onctele 
REPAIR AND TOPPING IN THESE 3 SIZES 


Fix-It-Yourself market! 


ne Owners 
Jreds of 
7 repairs 


SALES‘DOLLAR VOLUME 
? 


a terrific seller in the 


SMALL KIT - —8/ 











st *) pair 50 to 
5 age cracks) 


$2.95 a 
14 Ibs a | 


54.95 


CONTRACTORS UNIT- 


rum 
Includes 40-lbs. powder 
mix, | gallon latex mixer 
Sufficient to cover approx 
100 sq ft, Ye thick. 
UST PRICE . . , *10.00 


powder mix, liquid rubber latex and a trowel. 


LIST PRI CE 
LARGE KIT - 
LIST PRICE 


BOTH KITS include 
LIBERAL DEALER DISCOUNT. Prices are F.0.8. Chicago 


cAMP COMPANY, See am SB-1;| 


OVER YEARS OF on. Bi ont ERY 





6958 South State Street 


hicago 21, Illinois 








_ JOIST HANGER 


TIMBER RING 


Re 
RIBBED STEEL ~~ 
“| CROSS BRIDGING 


YOU CAN 
DEPEND ON AREA WALL 


ROOF oa 


VENTILATOR CLEVELAND 
BUILDING |- 
SPECIALTIES 


FOUNDATION 
VENTILATOR 


FRAMING ANCHOR PEAK VENTILATOR 


MORE THAN 40 TOP-QUALITY BUILDING PRODUCTS 
WRITE FOR CATALOG 


LAND STEEL SPECIALTY CO., INC. 


ESTABLISHED 1924 





3761 EAST 9ist STREET e CLEVELAND 5, OHIO 
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For fine woodwork, 
choose workable 


Sugar Pine 


one of the dependable woods from 
the Western Pine mills 


A true white pine. Light in color, uniform in tex- 

ture, easy to work by hand or power tools. Ideal 

for interior and exterior trim, paneling, sash, doors, 

siding, pattern and cabinetwork. And it is care- 

fully dried, insuring lower maintenance cost, more 
accurate sizing, improved wood- 
working qualities. 


Write for FREE illustrated book about 
Sugar Pine te: WesTERN Pine Associa- 
TION, Yeon Building, Portland 4, Ore. 


The Western Pines 
| 
idaho White Pine and these woods from 
the Western Pine mills 


| 
Ponderosa Pine | WHITEFIR - INCENSE CEDAR 
| RED CEDAR + DOUGLAS FIR 
| 
| 


" ENGELMANN SPRUCE 
Sugar Pine LODGEPOLE PINE - LARCH 


are manufactured to high standards of seasoning, grading, measurement 


TODAY'S WESTERN PINE TREE FARMING 
GUARANTEES LUMBER TOMORROW 


For mere details on above item, use Coupon on Page 59 





IDEAL “IKE” announces ..-« 


no more sagging shelves 
and closet rods 














New Ideal combination clothes hanger rod 
and shelf support eliminates shelf and rod sag 

Extruded Alcoa Aluminum rod smartly 
edges shelf and makes it rigid for full width 
of closet. Drill and saw to fit like lumber. 
No painting or upkeep necessary. Available 
in cartons of ten 10 ft. lengths, No. 700 and 
twenty-four 16 ft. lengths, No 725. 

write for prices and delivery 
ED? y IDEAL BRASS WORKS, Inc. 
250 East 5th St. * St. Paul 1, Minn. 




















Are Your Profits Good — 


on Sale of Paints and Accessories? 


For helpful first-hand information from Southern 
building supply dealers on how they sell more paints 
and supplies profitably, read our special section on 
Paint Merchandising and Decorating in the February 


issue of SOUTHERN BUILDING SUPPLIES! 








THE MOST COMPLETE LINE OF 
EMCO METAL WINDOW PRODUCTS 
EXTRUDED ALUMINUM WINDOWS 


Casement @ Awning e Vertical Slide 
Horizontal Slide e Twin-Lok e Basement 
Screens e Storm Windows 


STEEL WINDOWS 


Casement e Basement e Ranch e Ribbon 
Utility e Security e Terrace Doors e Casings 
and Trim e Screens e Storm Windows 


America’s Oldest Residential Window Manufacturer 
Write to nearest location where LEMCO windows are manufactured 


McCOMB, MISS. © LAFAYETTE, LA. ¢ JAMESTOWN, N. Y. 
CROFT METAL PRODUCTS, INC. 


SOUTHERN BUILDING SUPPLIES for JANUARY, 1957 








UALCO. .. THE LINE OF LEAST SALES RESISTANCE 


OPEN A UALCO WINDOW 
AND OPEN THE SALE 


There are many 


Ualco offers n 


dow styles for hor 


Many a home sale hinges on the moment when your Kee, 


prospect inspects the windows. So be prepared. 
Every Ualco window opens and closes smoothly 
every time, looks good inside and out, gives a life- 


time of carefree service. Three good selling points 


Take the line 
line, by the wor 


inum windows 


from a warehou 


World’s Largest Manufacturer of Aluminun 


WAREHOUSES AND SALES OFFICES 
Southern Sash of Montgomery 
506 North Court Street Montgomery, Alabama 
Southern Sash of New Jersey 
622 Pearl Street Elizabeth, New Jersey 
Southern Sash of Florida 
1035 East 26th Hialeah, Florida 
Southern Sash of California 
14923 Oxnard Street Van Nuys, California 
Southern Sash of Ohio 


1205 Liberty Ave., S. E. Canton, Ohio 


SOUTHERN SASH 


for your home 


th Ualco aluminum windows. 


than a dozen aluminum win- 


, plus a complete commercial 


ist sales resistance—the Valco 
irgest manufacturer of alum- 
sizes ready for prompt delivery 


ear you. 


SALES & SUPPLY CO., INC. 


SHEFFIELD, 


ALABAMA 





(0) 
alco 





EXCLUSIVE in action . . . IMPROVED 
in design .. . here’s your newest National 
Lock profit potential! This unique sash lock 
pulls sash up, down and together... with a 
flick of the finger Smartly-styled square-tip 
handle turns full 180°. Wide pad eliminates 
“rocking.” Brass, Chrome and Dull Bronze 
finishes. Available ‘‘Select-a-Pak’d”’ for self- 
service selling or ‘““Contract-Pak’d” for con- 
venience of volume users. See your supplier. 


Sash Hardware Assortments 
Include Modern-Style Sash Lift 





Series 500 Assortments contain two dozen 
Locks, with matching Sash Lifts, in three 
popular finishes. Small investment required. 


THIS EFFECTIVE SELLING AID 


Colorful . . . compact. Use as a counter dis- 
play or as an action demonstrator in the 
ield. FREE with each assortment. 


Write for Descriptive 
Information and Prices 


4 SASH LOCK 


by NATIONAL LOCK 


With these Exceptional Sure-Fire Sales Features 


Positive 4-way closing action 
Provides all-weather protection 
Modern, smooth-line appearance 
Easy to operate... easy to install 


Reasonably priced 


PULLS SASH UP, DOWN 
AND TOGETHER! 


pod Eliminates Rattles 


KEEPS OUT WIND 
RAIN AND DUST 


4-D Assures Positive Closing 
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Rockford, Illinois ¢ Merchant Sales Division 





